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“AT secus At | 
In keeping with the accelerated pace of shoe merchandising, there are two 
reasons why you will want to see the new line of Tweedies. . . . First, 
because Tweedies for fall mark a new high in styling. . . . Second, because 
the sound quality built into Tweedies, season after season, has established 
them as a consistently profitable line to handle. . . . Ask any Tweedie 
dealer and he will tell you they are good fitters, give long wear and are 
salable to the last pair. Look at Tweedies if you want an early peek at 
fall. . . . Tweedie Footwear Corporation, Jefferson City, Missouri. 
Shoe Makers since 1874. 
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VOICE of the TRADE 


KENNETH COLLINS, vice-presi- 
dent of Gimbel Brothers, Inc., said: 

“I think the average man in this 
country, particularly the average 
business man, having all the indices 
of his and other countries before 
him, no longer regards the stock 
market as either a barometer or a 
thermometer of business conditions, 
and still looks -with tremendous 
enthusiasm to improvement during 
the balance of this year. 








“With it all, there is nevertheless 
only one force on the face of the 
earth that can quickly stimulate 
more dollars into circulation and 
that is advertising. And I tell you 
those industries that advertise more 
aggressively than ever before in the 
balance of this year, than at any 
other time, will do so to their own 
vastly improved profit.” 


* * * 


7, C. BODERICK of San Diego, 
says: 

“Tt isn’t the public’s fault if we 
do not make money this year, but 
our own. People are in a shoe- 
buying-mood and they are buying 
clever, fanciful patterns and colors 
which catch their eye. When these 


shoes have the pedigree of good 
taste and recognized quality, the 
selling problem is somewhat easier. 
However, do not misunderstand 
me. People are not just picking up 
shoes regardless. They demand 
they be sold right and fitted right.” 


* * * 


WHAT'S the matter with re- 
tailers? Here is a letter written 
recently which should cause every 
retail merchant to stop and think 
seriously. It was written by one of 
the largest publishers of business 
books in the country, to a promi- 
nent and qualified writer on retail 
subjects. It read: 

“Regarding the book you have 
in mind, we do not believe we could 
publish it advantageously to you or 


> 1 DON'T 
READ 





to us. We believe you have a very 
interesting idea and we have no 
doubt there is a real need for it on 
the part of retailers. Our experi- 
ence has shown, however, that it 
is so difficult to interest retailers 
in the most pressingly needed 
books that the field stamps itself 
as unprofitable for book publica- 
tions.” 
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MIARK TWAIN, whose centen- 
nial year is being celebrated, once 
observed: 

“When a man goes out to buy a 
collar, he comes back with a collar 
and maybe a tie he didn’t mean to 
buy; but when he sends his wife, 
she comes back with a bottle of 
face lotion, four yards of dress 
goods, some silk stockings, lino- 
leum for the kitchen floor and for- 
gets the collar.” 


CRIME does not pay! Several 
months ago a G-Man from the Fed- 
eral Bureau of Investigation, De- 
partment of Justice, came into our 
office and asked us to enlist the co- 
operation of retail shoe merchants 
the country over in tracing William 
Mahan, wanted for the kidnaping 
of George Hunt Weyerhaeuser, nine 
years old; and the return of $200,- 
000 ransom paid. 

Whether or no it was a clue from 
a shoe man will perhaps never be 
known. The Federal Secret Service 
will not reveal the sources of infor- 
mation. 

On February 8, 1936, in the 
Boot AND SHOE RECORDER, ap- 
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peared three pictures of William 
Mahan and the information: “It 
has been established that Mahan 
wears a 74% in a ready-made shoe, 
but that he usually has his shoes 
made to order. It is known that he 
at one time had a pair of high-top 
shoes made for which he is sup- 
posed to have paid the sum of $15. 
These particular shoes were made 
with a very narrow heel and with a 
wider last on the ball of the foot.” 
Then followed a description of 
Mahan: 

Age—32 

Height—5 ft. 10% in. 

Weight—165 lbs. 

Build—regular 

Hair—Black 


Eyes—Brown 
Has a scar on the left cheek, and an- 


other scar approximately 2 in. left 
corner of mouth running on angle 
to chin. 

He was captured in California on 
Monday. Taken to Louisville, Ken- 
tucky, by plane on Tuesday and 
sentenced for life by a Federal 
judge and started for Atlanta on 
Wednesday. 

The speed with which the ma- 
chinery of justice operates, as well 
as the thoroughness of crime detec- 
tion, points to the fact that “Crime 
Does Not Pay.” There is a cer- 
tainty of punishment, and law and 
order is preserved by a never-end- 
ing search conducted by J. Edgar 


Hoover and his men. 


(T'S A PLEASURE 
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**— BELIEVE it much better to 
work for a safe net five per cent on 
a moderate business than to try to 
do a lot of business and only make 
half or less than that return,” says 
Russell Williams of San Diego. 
“Now in order to maintain that 
good moderate business, so that it 
will be a profitable one, a shoeman 
has just about three things to watch. 
He must have a good inviting store 
with sufficient publicity to make it 
interesting; intelligent, well-trained 
salespeople and a complete stock 
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OPPORTUNITY AHEAD! 


¢ We 
W% 
—Friend Frank Romer of Washington 
writes: 
“The head of the Pennsylvania Railroad 
refused Westinghouse a trial of his Air- 
brake. A Rochester electrician declined 
ten dollars in stock for each of six hun- 
dred dollars Alexander Graham Bell 
owed him, when the inventor of the 
phone offered to pay the bill with what 
later would have grown to a hundred 
thousand dollars’ interest in the Bell 
Company. Napoleon declined to take 
any interest in Fulton’s steamboat. 
Queen Elizabeth denied William Lee, the 
clergyman inventor, a patent on his 
knitting machine because it would put 


those dependent upon hand-knitting out 
of work.” 


—There is no miracle man who can truth- 
fully say that he has taken advantage 
of every opportunity that has tapped at 
his door. 

—And most men can tearfully or grinfully 
confess that they have passed up more 
than one “chance of a lifetime.” 

—But that bad history of past experiences 
should not create an inferiority complex. 

—On the contrary, it should make us all 
the more alert to gain a strang 
on Dame Fortune next time she pokes 
her nose in our direction. 

—For today’s opportunities are great! 


A a: 


President 












of merchandise at all times. As 
long as we are conscious of quality 
shoes and keep our trade conscious 
of them, then a certain amount of 
people will appreciate this and so 
make our efforts worth-while. 
There is scarcely a day but what 
some customer will not come to me 
saying in effect: ‘Mr. Williams, it’s 
a pleasure to go into your store and 
be fitted. You have a real shoe 
store here.’ 

“At that, we make grave mis- 
takes. Last year we closed out our 
white shoes during July—only to 
lose good sales for them during the 
next six to eight weeks. Both the 
visitors to the Fair and the regular 
trade wanted good white shoes all 
during the Summer. This year we 
hope to see that this normal de- 
mand is met.” 


TWO acres of leather are used for 
covering furniture and fittings on 
the Queen Mary, a new queen of 
the seas, and if any shoeman wishes 
to know how much two acres of 
leather may be, then it is said that 
it’s enough for the uppers of about 
60,000 pairs of women’s shoes. 


* * * 


W.. 0. BENTLEY, vice-president 
of the Kistler Leather Company of 
Boston, Mass., regards trade-marked 
products as the key to more sales, 
more repeat business, more profits. 
He says: “The sales of our sole 
leather show increasing realization 
of that principle and appreciation 
of resulting advantages on the part 
of shoe dealers. More men’s shoes 
with Kistler bench brand leather 
soles, trade-marked, are being made 
and sold today than ever before. 
I think that is evidence which is 
particularly strong. It may be trite, 
but it is true, that the dealer who 
cultivates the confidence of the pub- 
lic in all possible ways is making 
his row easier to hoe and the har- 
vest pleasantly profitable.” 


* * * 


6 APPLE Blossom Pink” becomes 
the Arkansas state color—created 
by Margaret Hayden Rorke in 
honor of the Arkansas Centennial 
celebration. 

The successful promotion of 
“Bluebonnet Blue” in connection 
with the Texas Centennial now 
makes imminent the creation of at 
least 48 colors for the States of the 





Union and we venture the predic- 
tion that none will adopt the color 
“red,” for, strange to relate, the 
very word itself has gathered an 
invidious meaning with the times. 
Arkansas is one of the most im- 
portant apple regions in the entire 
country, over fifty varieties of this 
fruit having been developed there. 
It is said that Governor John Win- 
throp of Massachusetts had the 
apple brought to the American col- 
onies from England in 1629. In 














1790, the famous “Johnny Apple- 
seed,” or John Chapman, the man 
who is known as the “patron saint 
of the American orchard,” loaded 
a boat with seeds. He started down 
the Ohio River with these seeds to 
make possible the apple and peach 
orchards of the interior states. It is 
said that many of the seeds reached 
the Arkansas Hills. It is said that 
he walked over the Arkansas Hills, 
stopping along the road, planting 
seeds as he went. 


* * % 


FEET are getting facials, or 
beauty treatments, and some are 
for style or looks; and others are 
for health and, possibly, a com- 
bination of both purposes. There’s 
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the foot massager, a machine that 
rubs the skin to a gentle glow, like 
the old idea of giving them a good 
rub with a Turkish towel. This 
massager also breaks up adhesions 
in the joints, if any. Then there’s 
the ultra violet and other rays, 
which, being administered with 
medical attention, are curative of 
diseases of the skin of the feet and 
also some afflictions under the 
skin. 
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©¢BDO not call them ‘evening’ shoes 
or even ‘party’ shoes. Say ‘formals,’ 
for that is what the youngsters call 
their pretty dancing shoes. It’s 
much better to talk their own lan- 
guage than it is to resort to antique 
words and phrases which are 
almost meaningless to them.” 

So says Burr Dace, whose Col- 
lege Shops are in Los Angeles. An 
open counter of the “formals” 
right up to the front of the store, 
on which many new things are dis- 
played, makes many extra sales 
all through the late Spring and 
Summer months in this store. 


A BLISTER on her heel from wear- 
ing her pair of new shoes cost Mil- 
dred Harper of Sparta township 
the state “Healthiest Girl” cham- 
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pionship in the contest at Purdue 
University, Indiana. This was the 
only thing which kept her from 
placing first in the contest, accord- 
ing to the county health nurse. She 
placed second instead of first. Mil- 
dred wore the new shoes to try to 
“look her best.” 


* * * 


QUESTIONS written on sales 
tickets are being answered by Jackie 
Merkle, advertised as mental won- 
der of eight years of age—in a 
unique stunt by the Hofheimer Shoe 
Company of Norfolk, Virginia, at 
its Granby Street store. 

This went over so well that the 
stunt has been enlarged to include 
stores in Norfolk, Portsmouth and 
Newport News, persons sending in 
sales tickets with questions pertain- 
ing to past, present or future, and 
Jackie’s replies go to them by mail. 

The stunt gave leap to small- 
priced items handled in stores, but 
also many pairs of shoes that might 
have been bought elsewhere were 
purchased at Hofheimer’s. 


* * 


THE beloved pair. Announcement 


comes of the marriage of Harry C. 
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McLaughlin and Alice L. Engel- 
hardt on the 18th of May in Cin- 
cinnati. 

No two persons in shoes have 
enjoyed the affections of the trade 
as have Harry and Alice. Comrades 
in the Potter Shoe Company for a 
quarter of a century, progressing 
upward step by step until they were 
the active heads of the business, 
then retiring at the same time and 
now carrying on as Mr. and Mrs. 

The best of wishes. for their con- 
tinuing happiness. Over the years 
they were inseparable in business. 
No shoe man ever went to the 
famous old Potter Shoe Store with- 
out seeing both, for it was part of 
the ritual of their hospitality to wel- 
come jointly the visitor to Cin- 
cinnati. Their interests continue to 
have a shoe flavor. 

The dean of the retail industry, 
John Slater, writes them as follows: 

“I do congratulate you both. It 
is wonderful for two great friends 
such as you have always been, to 
decide to team up and travel the 
rest of this earthly journey together. © 
I am thrilled when I think of it 
and sincerely hope that the great 
happiness of a lifetime will come 
to Alice and Harry McLaughlin.” 

















The tattoo expert never has to remember his shoe size. 











QUESTION : Have you worked out definite plans“fo 
making money by setting shoes during July? 

ANSWER: Yes. Positive plans_which have been 
tested and which we know will positively~praduce a 
profitable shoe operation during July. This is based 
on the showing of new things, rather than on endeavor- 
ing to force volume through sales. 


QUESTION: Then there will not be any sales? 

ANSWER: Yes, we will have a short sale or two 
if the occasion warrants. There will be no continuous 
sale and if one is held at all, it will be at a profit. 
Slight reductions will be taken on extreme novelties 
and short lines. The bulk of the lines will be sold at 


regular prices because we have planned it that way. 


QUESTION: Just how does this profit making plan 
work? 

ANSWER: The first consideration is to have mer- 
chandise which will attract people to the store, with 
newness the first consideration and price an after- 
thought. 


QUESTION: Won't your trade want to buy shoes at 
a price during July, especially when the majority of 
stores will be featuring price in their publicity? 

ANSWER: Price publicity is easily offset by the 
appeal of new merchandise. A store which has a well 
balanced stock of basic shoes plus good key sport shoes 
in a complete range of sizes will do a profitable busi- 
ness through July and until the first Fall openings in 
August if the shoes are properly presented. The shoes 
which will be featured here during the Summer have 
been tested and will carry through the entire season 
without any markdowns whatever. The July stock is 
so planned that we will have definite wanted types 
of footwear and plenty of sizes so that the trade 
will be properly fitted. This policy will be pursued 
regardless of what other stores may do. 


QUESTION: So you believe this policy will fully 
offset the pulling power of sales in other stores? 


1.936 
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JULY CAN BE 


ANSWER: A sale is an admission of defeat, except 
those sales which are of short duration and are held 
for the express purpose of cleaning the stock at the 
end of a period. 

The necessity of having an extended sale is purely 
a mental condition. There is no good business reason 
behind it. Any store that has merchandised at all right 
can clean out the accumulated odd lots in a few days 
at the end of July. There is no necessity of selling at 
a loss all through the natural buying Summer season. 


QUESTION: What is the best way of being reason- 
ably sure of making a profit in July? 
ANSWER: By having merchandise which, because 





1936 


MADE A BUSY MONTH 
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PAUL KIRSH, Fashion Salon Shoe 
Buyer, J. W. ROBINSON CO.., 
Los Angeles, is interviewed by 
HARRY R. TERHUNE, 
Field Editor, BOOT: AND 

SHOE RECORDER. 


Illustrated by Harry Johnson 


of its fashion, style and newness, will bring patrons 
into our shoe department during the warm Summer 
days. Shoes of this type will attract good trade to 
spend freely, to buy several pairs at one sitting. This 
is the kind of trade which will help us continue to 


grow as we sell them more and more shoes. On the 
other hand, if we depended wholly on sales merchan- 
dise to bring in the people, the trade would be price 
conscious, it would be hard to sell even one pair and 
would consist mainly of the so-called “floater” trade. 
Having new appealing shoes will make money for us 
in July and. will build lasting prestige for the house. 

When we offer new shoes again in a few weeks to. 
these same patrons who were profitable to us in July, 
they will be profitable to us then, for they are the 
kind who are always in the market for smart fashion- 
wise footwear of proven quality. Against this, the cus- 
tomer who buys solely on the price appeal is always 


SAILING ALONG 
WITH SALES 
Is No Way to Treat 
A Public, Eager for 
Something with a 


Trade-Wind Thrill 


looking for something of a bargain nature, so she is 
seldom a permanent profitable patron. 

Give me the customer who appreciates new and beau- 
tiful footwear. I will take my chances of showing a 
profitable operation and by keeping a clean stock by 
short, end-of-a-period sales. I know I will make worth- 
while profits. Then, too, this policy makes many, many 
firm and fast friends through supplying them with 
shoes that they take a pride in owning, because the 
shoes represent the very top grades available. 


QUESTION: What is the first step in your planned 

campaign for making money this Summer? 
ANSWER: First, to break down the natural Summer 
celling into its four component parts, then to set about 
[TURN TO PAGE 82, PLEASE] 
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Boston Fair Is Timed 


IF there is even the slightest degree of merit in the 
theory that the buying of merchandise should be timed 
with the same degree of exactitude as its selling (and 
practically everyone will agree that this is true) then 
this year’s Boston Shoe Fair, to be held June 8, 9 and 
10 in the Hotels Statler and Copley Plaza, deserves to 
be, and will be, an unprecedented success. 

The reasons behind this theory are obvious—and 
sound. With business placed at this time of year, the 
manufacturer is enabled to schedule his production in a 
more orderly, and hence more economical, manner. To 
the merchant it means that shoes ordered will be 


received in ample time for the opening of the Fall 
selling season. Sales will not be lost, as in the past, 
because of late deliveries. To the allied trades, in 
general, it means much less of the last-minute, semi- 
chaotic, hurry and scurry which have characterized the 
Fall buying in recent years and which have resulted 
inevitably in some measure of economic loss. 
Furthermore, there are signs abroad which, even if 
the above reasoning be eliminated, make it advisable to 
buy earlier this year than in years past. Chief of these 
is the up-swing in retail trade which, starting well be- 
fore Easter, has persisted in a contra-seasonal trend. 
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for 


With the consumer quite obviously in a buying mood 
which should carry over into the Fall season, the plan- 
ning of stocks should be well under way long before 
the traditional “week after the Fourth.” 

“What,” says one astute merchant, “happened to 
the automobile industry when it held its annual show 
in November of last year instead of waiting until Janu- 
ary of this year? Nothing happened at all—merely 
the quickest pick-up that any industry has ever seen in 
this country. That’s what I call timing a thing just 
about right.” 

But the Boston show has more to offer the merchant 


Advance in Dates, to June 8, 9 and 10, 
Expected to Give Shoe Selling and Shoe 
Production the Same Earlier Impulse 


That Automotive Industry Received 


from Earlier Shews Last Fall—Buyers 


Approve June Show Idea and Indica- 


tions Point to Exceptional Attendanee 


than a good date. In the first place there will be an 
exceptionally large number of exhibitors. Rabid 
fans tell us that there will be many more than in 
any recent year. Making due allowance for a natu- 
ral enthusiasm, it is certain that there will be 
several hundreds of lines on display and that the 
variety, insofar as price range is concerned, actually 
will be greater than ever before. This year’s Bos- 
ton Shoe Fair, therefore, presents a three-day op- 
portunity to compare values which it would take 
as many weeks to accomplish were the merchant 
forced to visit all the shoe manufacturing centers 
which will be well represented among the list of 
cooperating manufacturers, wholesalers and tanners. 
There is also the question of price trend, and 
where better can that be ascertained than in Boston 
which is not only a center of shoe manufacturing 
but of tanning as well? Styles, new materials, new 
[TURN TO PAGE 48, PLEASE] 











THE STATLER 


Here and at the Copley Plaza, Boston Fair activities 
will be centered. 





SHOE shows over the nation—plenty of them—are set 
for the month of June. At no time in the last ten years 
have there been so many regional gatherings scheduled 
during the month of June. Prefaced by the Shoe Fash- 
ion Guild show in New York City, May 18, 19 and 20, 
before a gathering of “top merchants from the top 
stores of the country,” the season of shows indicates 
that activities for Fall start early. 

In former years, the Boston Show in the week follow- 
ing the 4th of July has always served as a barometer 
of buying. Advancing the Boston date nearly a month 
is an experiment in marketing shoes, to get production 
into factories and to prevent congestion in making 
during July and August; and subsequent delay in early 
deliveries. The fact that many stores throughout the 
country open their Fall season August 15th has done 
much to anticipate the buying season and to make it a 
June event not only in Boston but nationally. 

In addition to these shows, every major shoe market 
is open for buyers during the month of June. Question 
of attendance at these events is somewhat speculative in 
view of the fact that traveling men are out on their 
major sales trips during the four weeks of June and 
expect to book locally. 

But, by and large, the month of June is nationally 
scheduled to be “Shoe-Buying Month.” The time table 
of the month indicates that Chicago opens the activities 
June 1-5 with a Pre-View of Fashion sponsored by the 
Chicago Shoe Travelers Association. Other displays 
will be held in Chicago at the Hotel Sherman, the 
Republic Building and shoe sample offices throughout 
the city. 

St. Louis, with no scheduled meeting, will be an 
active market during the month, with open displays at 
all factories and sample rooms. This also holds true of 
the Milwaukee, Columbus and Portsmouth markets. 

The Boston Market Week opens June 8 and stands 
conspicuously the biggest event of the month, partici- 
pated in by manufacturers not only of New England 
but all parts of the country. Volume trade is expected 
to open business with large commitments of case orders. 
The action of this market will have a lot to do with the 
price levels of popular-priced and cheap footwear. 

The Ohio Shoe Retailers Association, under the 
leadership of President Clarence R. Faflik, combine 
with the Mid-West Shoe Fair under Frank J. Webber 
at the Hotel Netherland Plaza, Cincinnati, June 14, 15. 
Ambitiously they plan a fashion show, entertainment, 
speeches and merchants’ meetings, together with dis- 
plays of shoes from all markets. 

The scene now shifts to the Pacific Coast, with the 
California Shoe Retailers Association opening at the 
St. Francis Hotel in San Francisco, June 15, 16, 17. 
Fundamentally this is a business convention with all 
unnecessary frills eliminated. 

While on the coast, the caravan moves on to the 
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NATIONAL 


Pacific Northwest Shoe Retailers Association, covering 
the five states in the northwestern sector of the country, 
with convention at the Olympic Hotel in Seattle, June 
21, 22, 23. 

The Wisconsin Shoe Retailers Association at the 
Park Hotel in Madison, Wis., June 21, 22, 23, gives 
merchants an opportunity for combined educational and 
social function in the beautiful Lake district. 

The Illinois Shoe Retailers Association convention at 
the Hotel Pere Marquette in Peoria, Ill., June 21, 22, 
23, gives to Illinois merchants the wind-up of the buy- 
ing month. 

If the results of the buying in the seven or more 
shows scheduled for the month of June, plus advance 
ordering in stores everywhere, show themselves in 
increased production in July and August, it will mean 
a prosperity-bulge that will do much to increase wages, 
promote craftsmanship and assure deliveries. 

June, as the month of conventions, will see the 
migratory horde of buyers descend upon the show 
places and market places of the country to buy the 
needs of a nation in footwear for a better Fall and 
Winter season ahead. Spring as a selling season was 
a disappointment in most parts of the country. 
RECORDER predictions last December 21 were that. the 
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The Fall Footwear of a Nation Will be Ordered 
at Shows and Market Places—NATION-WIDE. 





SHOE BUYING MONTH 


surplus of manufacture in 1935 would affect produc- 
tion in 1936. The combination of the two—i.e., no 
spirited public demand plus adequate stocks on shelves, 
made Spring of 1936 a disappointing season. 

But of Summer—high hopes. The public would go 
“out-dooring.” Summer novelties have already cap- 
tured the imagination of the American public and as 
a result, white, sports and a multitude of sandals in 
everything from patent leather to fabrics have a sale 
assurance in June, July and August. 

The problem is to stretch out the Summer season 
with regular shoes at regular prices. Promote during 
the months of June, July and August, types of foot- 
wear salable under some other theme than clearance. 

The RecorDER again launches its AUGUST 15TH 
FALL OPENING at retail. We were the first to em- 
phasize the importance of getting off to a good start 
in the Fall season. Remember, Fall shoes are more 
substantial footwear—sold by advance style judges 
and marketed by quality forerunners, to an anticipa- 
tory public. That’s something to consider. Quality 
will again have a place and store service will be worth 
something to the public. Remember, the public looks 
for more in shoes in the Fall season than during 
Spring and Summer. 





THE MONTH OF SHOWS 


Pre-View of Fashion, sponsored by Chicago Shoe 
Travelers Association, Hotel Morrison, Chicago, 


Ill. June 1-5, 1936 


Boston Shoe Fair—Historic Mid-Summer Shoe 
Market, Hotels Statler, Copley-Plaza, Ritz-Carlton 
—Boston Mass. June 8, 9, 10, 1936 


Ohio Shoe Retailers Association Convention and 
Mid-West Shoe Fair, Hotel Netherland Plaza, 
Cincinnati, Ohio. June 14, 15, 16, 1936 


Wisconsin Shoe Retailers Association Convention, 
Park Hotel, Madison, Wisconsin. June 21, 22, 23, 
1936 


California Shoe Retailers Association Convention, 
St. Francis Hotel, San Francisco, Calif. June 15, 
16, 17, 1936 


Pacific Northwestern Shoe Retailers Association 
Convention, Olympic Hotel, Seattle, Washington. 
June 21, 22, 23, 1936 


Illinois Shoe Retailers Association Convention, 
Hotel Pere Marquette, Peoria, Ill. June 21, 22, 
23, 1936 
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Recorder Measuring Stick of Values in Women's Shoes 
Typical Cost of a Woman's Goodyear Welt Oxford 






















May!, Dec.1!, June!, Dec.1!, May 20, 
1933 1934 1935 1935 1936 THE 
UPPER STOCK suatcas nc SAMO SBME S$ Ste § Sea $54 
LOTH LININGS AND D L Ee Ad, sae OA j 7 .0782 .0782 .0782 .) 
LEATHER LININGS AND TRIMMINGS. ......... 1281425145520 520 ABRCORDER’S 
a ge aa Seen els ty eet al an een me mn Ae ry -4900 -5100 -5500 -5500 
Be =e DES Fare er ge oe rE oe 8848 1.0767 1.0767 1.0767 1.0767 
CLUDING SALESMEN'S COMMISSION. RE- MEASURING 
CARTONS AND CASES |... occ ccccccccccccss y .0650 -0650 .0650 0650 
caw, ‘09 09 09 09 : 
GIMDINGS, LACES. BIC. ..................-. 17 ‘18 18 18 18 STICK 
Ps ...................... “10 ‘10 “10 “10 “10 
FACTORY EXPENSES... 26 27 27 27 27 OF 
TOTAL FACTORY COSTS... $2.6589 $3.0140 $3.0340 $3.1253§$3.1253 
SELLING AND ADMINISTRATIVE COSTS ‘IN- 
CLUDING SALESMEN'S COMMISSION, RE- VALUES 





SERVE FOR BAD DEBTS, ETC., BUT EXCLUDING 
ADVERTISING .... 


of oi .... $3.0849  $3.4676 $3,4827 $3,5698  $3.5698 
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Recorder Measuring Stick of Values in Men's Shoes 
Typical Cost of a Man's Goodyear Welt Oxford 





















A May |, May!, Junel, Oct.15, Dec.1, May 20, 
1933 1934 1935 1935 1935 1936 
Se, o's ic. Soa ea ees wae oe $ .5960 $ .8550 $ .8844 $ .9910 $ .9910 $ .8886 
CLOTH LININGS & DOUBLERS..._. 0408 «= «-.0686 = s«.0629«s««0645«s««0886~—S««0870 
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OF FINDINGS, LACES, ETC. ........... ‘1768 ~—«.1967,—Ss««1952—Ss«=2048=Sst«C*04BC*«C GE 
FACTORY EXPENSE 3550 3480 ©3600 «2368036803600 
FACTORY EXPENSE ............... 
FACTORY 
TOTAL FACTORY COSTS ........... $2.8738 $3.4784 $3.5821 $3.7857 $3.8508 $3.6408 
SELLING & ADMINISTRATIVE COSTS 
COSTS INCLUDING SALESMEN'S COM- 
MISSION, ADVERTISING, RESERVES ; 
FOR BAD DEBTS, ETC............ 7291 -68.04 79 .7244 .7244 -7204 








$4.5752 










$4.1588 





WR Noch + ioe Saad $3.6029 








PERIODICALLY Boor anp SHoe Recorper has is- women’s chart can best be explained by the story that 
sued the Recorder Measuring Stick of Values. This is was told at the Tanners’ Council convention early this 
the time for its appearance again and perhaps the slight month by Dr. Marcus Nadler: 

reduction in the men’s chart and the status quo of the [TURN TO PAGE 76, PLEASE] 
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Buying Movements 


In The Leather Industry 


THE leather business seems to run on a see-saw basis. 
Just a year ago, at our Spring meeting, we were pon- 
dering why, with shoe production down for the first 
quarter, leather deliveries were 15 per cent ahead of 
the similar period of 1934. Today the situation is re- 
versed. Shoe production through March was greater 
than a year ago, while leather deliveries were off 10 
per cent. In fact, it seems that about the only time in 
the last fifteen years in which you delivered leather 
about as it was needed for manufacturing requirements 
was in 1931] and 1932. There was good reason for this. 
Prices had fallen almost continuously from 1928, and 
hand-to-mouth leather buying policies had exhausted 
stocks in the hands of manufacturers prior to 1931. 
In these years, therefore, leather commitments were de- 
termined almost entirely by manufacturing schedules. 

This lack of balance arises from the shifts of senti- 
ment toward speculation in, or hand-to-mouth buying 
of leather. In the last ten years we have had three 
such major shifts or buying movements in leather. Each 
one of these has left its mark on the leather industry. 
The first began in 1926 when liquidation of war stocks 
of leather was completed, and culminated in the Spring 
of 1927. As a result of an unsuccessful effort to de- 
liver during 1926 and 1927, all the leather our cus- 
tomers would require currently and for a year in ad- 
vance, we drove domestic and international hide and 
skin prices sky high and encouraged substitutes to take 
another bite out of our market. By filling our cus- 
tomers’ needs in advance we left ourselves in a posi- 
tion to do a very limited volume of business during 
1928. With our market restricted in that year we, of 
course, did not require our normal takings of raw ma- 
terial, and the bottom fell out of the hide and skin 
market. 

Our next important buying cycle in leather occurred 
in 1933. As I have indicated above, at the end of 
1932, there were little if any excess stocks of leather 
in our customers’ hands, but ample supplies in tan- 
ners’ hands. In the second quarter of 1933 a buying 


Demand for Leather Must Be 
Based on Prodaction of Shoes 


by MERRILL A. WATSON 

EXECUTIVE VICE-PRESIDENT, TANNERS’ COUNCIL 

OF AMERICA, AT THE SPRING MEETING, WHITE 
SULPHUR SPRINGS, W. VA., MAY 7TH, 1936 


movement in leather got under way which carried 
through almost to the end of that year. In 1934, there- 
fore, we had the prospect of a limited demand while 
this stock was being assimilated. In addition, circum- 
stances were waiting around the corner with a club in 
the form of drought cattle hides and skins. It appeared 
that prices might go to new lows and leather buyers 
would go into hibernation. Fortunately, the general 
upward movement in business carried the shoe and 
leather industries with it. This partially cushioned the 
industry against the results of the excess of 1933. How- 
ever, the overselling in 1933 threw away potential 
profits, aggravated what would have been in any event 
an unsatisfactory market, and helped cause inventory 
losses in 1934. 

The last of the three major cycles in leather buying 
in the past decade began during the first part of 1935. 
Some new records for the industry were created. Sole 
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THE world is becoming smaller and smaller, day 
by day. The distance between London and New York 
is relatively no greater than between New York and 
Los Angeles. So, too, a trend of style and color may 
originate in the movie capital of the world, flash to 
New York to become fashioned into a new shoe and 
reflash on to London. 

A superb example of this was the translation of 
an idea out of Los Angeles into shoes made in New 
York for a merchant in London. The English mer- 
chant who purchased some 70,000 pairs of shoes from 
20 or more manufacturers in the United States was 
aided in his selections by an American merchant and 
the speed of fashion was accelerated internationally. 
Because the order was a sizable one and because the 
English public reacted favorably to “fast fashion” and 
a “full range of sizes and widths,” the transaction was 
heralded abroad as an American invasion. 

The consolidated order, representing some $400,000 
was not, in itself, sufficient of an incident to have caused 
all the commotion in the shoe trade of England. It 
was the idea back of it all that ruffled the traditional 
calm of the English trade. Some shops in London have 
been selling American sizes and widths for years but 
it took the dramatic episode of an exclusive floor for 
American shoes, in a new store on Oxford Street, to 
startle a substantial industry into a consideration of 
high-speed operation on fast fashions linked up with 
the American system of widths from AAAA up, and 
sizes from 4 up. 

So you see, it takes a piece of showmanship to start 
a nation of fairly conservative shoe men into considera- 
tion of problems that come with complete co-ordination 
of suits of lasts, patterns, production and distribution. 

The Shoe and Leather News, in the May 14th issue, 
says: 

“If we were asked to name the most absorbing topic of the hour 
in shoe trade circles, our reply would be given without hesitation 
—AMERICAN FOOTWEAR. It is encountered in manufacturing 
circles, met with among many retailers (unquestionably among 
all retailers of high-grade shoes) and thrust forward in conversa- 
tion with the majority of wholesale distributors. 

“It is not our purpose to decry them. On the contrary, Ameri- 
can shoes are everything they are claimed to be, but it is a mis- 
take to suppose that the position at home stands in danger of 
being completely disorganized because they are now under the 
spotlight of publicity. 

“They can, in fact, be made to serve a good turn for British 
manufacturers. Their presence on this market will enable the 
home trade to study the public reaction to American style and fit, 


and will furnish a test that should afford a valuable experience 
for both retailers and manufacturers.” 
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THE AMERICAN «SIZE INVASION” 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


J. F. Bostock of Lotus, Ltd., said: 


“It was false pride to blink the fact and say that because shoes 
were British they are necessarily the best. British shoes had 
still an unquestioned leadership in wear and quality of material, 
but American shoes were coming in because they gave something 
additional to that; they gave a standard of fitting which British 


shoes did not give. ; 
“Tt was up to all to learn what they could from these importa- 


tions and to give the same quality that the Americans were giv- 
ing. Once they applied their minds to it, they could do every bit 
as well as the Americans. Americans had enjoyed a high stand- 
ard of living, and for that reason American women paid more 
for their shoes than English women. That had enabled American 
manufacturers to devote a greater amount of time to research 
and to give a higher standard than this country.” 

In explanation, the majority of stores in England 
stock shoes in regular sizes (few half sizes) and in two 
widths instead of our range of nine widths. As for 
the rest of the world—it has been facetiously said that 
in most of the countries shoes are in two sizes—‘too 
long or too short.” In no country have they gone the 
full distance in sizes, half sizes and refinement of 
widths, combination lasts with heel fittings narrower 
than regular and all the super-refinements prevailing 
in America in even the cheapest shoes. 

But the American system of sizes and widths is not 
all “beer and skittles.” It’s a headache for the merchant 
who wants to make a profit on turn-over. We find 
in America that a long run of sizes and widths means 
a heavy stock of shoes and smaller turn-over. We also 
find that in the super-refinement of sizes and widths we 
have an increasing percentage of returns. But it is 
all compensated for by the interest of the public in 
the precise fitting values of all shoes, whether they be 
fashion or corrective. 

The American woman takes pride in her footwear 
wardrobe—in its selection and diversity, in its beauty 
and its appropriateness to the costume. The American 
shoe man has indeed played a large part in the smart- 
ness and attractiveness of feminine ankles. The poise 
and bearing of women, young and old, is such that 
shop girl, debutante and matron are all sisters of the 
shoe—all classes enjoy the fitting and fashion service. 
The very personality of a people is expressed in its 
gait. 

Yes, indeed, English shoe men, it’s worth it! The 
cost is terrific in patience, perseverance, brains and 

[TURN TO PAGE 80, PLEASE] 
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“Shadow hid’ is made exclusively by 
New Castle-Copyright applied for. 
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FOUR STORMY WEATHER SHOES FEATURING A FINE HEATHER 
GRAIN AND OIL-TREATED LEATHERS DESIGNED FOR USE WITH 
VARIOUS WELT TREATMENTS. 


More Different Shoes 
for Bad Weather Wear 


by 
JOHN REILLY 


AN ENGLISH SHOE 
FEATURING A VERY 
HIGH THROAT COV- 
ERING LACE STAY AND _ USING 
A NOVEL LACING ARRANGEMENT 


(Exclusive with Wanamaker’s, Philadelphia) 


LAST week we showed you some different high shoes, 
or should we say low boots, with the thought that here 
was a possibility for wet weather wear. With our 
weather eye still peeled and memory of cold, wet 
Winters passed, we illustrate this week some different 
low shoes for the same kind of wear. These are real 
waterproof shoes—sturdy and smart. Perhaps their 
saving grace is the masculine way in which manufac- 
turers have detailed them. No place here for “fancies” 
which find their way into less sturdy types. 

These shoes must be made “to be different” from time 
to time, to keep their smartness and attract public 
favor; yet they must be sensible and utilitarian. 

The shoes illustrated are of the extremely clean- 


looking variety. Welting is used for utility as well as 
for style and well becomes a part of the shoe. Novel 
effects in soles and unusual forepart treatments result 
in a shoe that looks truly waterproof and these storm 
welts are truly storm-proof and water-tight. 
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X-RAY Tested Shoes 


give you a selling advantage 
—and assure the customer of_a 
Perfect Shoe and a Pertect Fit 


The added value of knowing that in- 
coming shoes have been factory X-Ray 
Tested is readily apparent, and to so 
stamp them is a visible selling aid 
when serving the customer. Returns 
for adjustment, annoying both to the 
merchant and his manufacturer, can 
and should be eliminated at the 
source, with a resultant saving in both 
money and good will. The "eagle 
eye” of the X-Ray Factory Inspector 
machine sees thru and thru, and piece 
workers in the factories find their effi- 
ciency or inefficiency quickly checked. 


The X-Ray Shoe Fitter machines, now 
in hundreds of shoe stores, can and do 
assure the customer of perfect fitting, 
but not always of perfect or flawless 
shoes. We will be glad to supply the 
names of manufacturers now using the Flaws, or defects, such as lasting tacks, mis- 


X-Ray Factory Inspector machine. placed shanks, nails or staples, also of linings 
and of materials, are instantly visible. Faster 
than hand inspection, and absolutely ac- 
curate. Puts shoe piece workers on their 
mettle for care and efficiency, and tends to 
increase production. 


S$timMmPLE 
to Operate 
. 


Absolutely shock 
and ray proof. 


e 
No technical knowledge 
Inthe shoe store: No technical knowl- j required. 


ed required; simple to operate 
oun absolutely shock and ray proof. 


Milwaukee, Wisconsin 
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SUPPLY each salesperson 

with a list of the numbers 
on which stocks are long, and 
see that they push these num- 
bers whenever possible. Select 
two or three such numbers to 
use for Saturday window lead- 
ers at special prices. This will 
help Saturday sales. 


THOSE sandals that are 

proving such big sellers 
in many stores now would be 
an llent ber for a 
feature window display today. 
Another timely line for window 
space is children's footwear, 
with emphasis on the rubber- 
soled canvas shoes that all 
boys like. 





12 IF you're wondering 
what to advertise today 
for Saturday, why not have an 
ad on children's vacation shoes 
to back up the window you 
put in earlier in the week. And 
an ad featuring your hosiery 
club idea and a good hosiery 
value will bring them in too! 
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THE RETAIL 


Good Shoes Deserve Good Sales Promotion 





1 NOW begins the S 

selling season when ag- 
gressive promotion is needed 
to keep sales up. Have you a 
carefully planned program for 
the month? Change all win- 
dows today. Arrange a dis- 
play of footwear for the bride, 
and a showing of sports foot- 
wear. 


YOU should not spend 

too much for newspaper 
advertising during the Summer 
months but there should be an 
ad every Friday for Saturday 
selling. Choose one or two of 
your most attractive Summer 
styles and feature them in an 
interesting, moderate size ad. 


A HOSIERY CLUB is a 

qood sales stimulator for 
the summer months. The most 
favored arrangement gives one 
pair free when 12 pairs have 
been purchased. Secure a sup- 
ply of cards on which are 
space for 12 sales to be re- 
corded, and hand them out 
with purchases. 


1 SEE that salespeople 

keep after that list of 
“turn-killers." Did you know 
that tomorrow is Flag Day? 
Most people don't and a little 
section of your window with a 
gracefully draped American 
flag and a card calling atten- 
tion to the day will arouse 
real interest. 


9 IF you have some interest- 

ing new styles to adver- 
tise, a circular or letter telling 
about "Summer Footwear" 
would be timely. if possible 
illustrate some of the actual 
styles you have in stock. Be 
sure the same styles are prom- 
inent in your windows. 


6 DON'T forget to have 

your window leaders dis- 
played prominently today. Are 
you keeping up a steady cam- 
paign on men's Summer- 


* weights. The idea should be 


emphasized in every window 
of men's footwear this month. 
How about a window special 
on hosiery for today? 


1 WHEN you check your 

stocks today have with 
you the list of ‘‘turn-killers” 
you found last week, and note 
the progress you have made 
in reducing stocks. Add to the 
list any additional slow sellers 
you overlooked last week. Then 
~ salespeople the revised 
ist. 


3 CHECK your stocks to- 
day. And wherever the 
check discloses more of a 
number than you should have 
at this time, make a note of 
it. Then DO SOMETHING 
in the next week to reduce that 
stock. Careful attention to this 
in June will reduce July clear- 
ance losses. 


11 LOOK through your old 

advertising files and see 
what you did in June in other 
years to stimulate business. 
Perhaps you have overlooked 
an idea that can be used 
again. If you are to have a 
July Sale, you'll want some 
special window streamers. Why 
not make them now? 


1 5 IF your slow sellers are 

not moving out perhaps 
it would be well to devote a 
section of the windows to 
them this week, with a card 
reading "June Specials" and 
the prices featured on each 
pair. Have a smart display of 
women's summer sport styles, 
and of hosiery also. 
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CALENDAR for JUNE 


A Werking Schedule for Busy Merchants 


16 IF your Hosiery Club 

idea seems to be arous- 
ing interest it would be worth 
while to send out a letter to 
your customer list inclosing a 
membership card, with a letter 
explaining just how the idea 
works. Many stores find it 
profitable to keep this idea 
going all year. 


90 THERE should be a big 


window display of your - 


Fathers’ Day items of course, 
with some good "talking" dis- 
play cards to catch the atten- 
tion of window shoppers. And 
your salespeople might also 
mention the day tactfully to 
the customers that they serve. 


94 IF you have been work- 
ing religiously at the 
task of getting your stocks 
down, today's stock check 
ought to gladden your heart. 
Wouldn't it be wonderful if 
you found you had done such 
a good job of reducing stocks 
that there was no need for a 
July Clearance? 


17 TIME for another check 
of stocks, and while 
you're looking for slow sellers 
don't overlook the fact that 
you must have a complete 
stock of the numbers that DO 
sell. This is also true of your 
hosiery lines. Have you plenty 
of ALL sizes in the wanted 
shades? 


95 IF you found some little 

lots of two or three 
pairs while checking stock, that 
you want to clear, why don't 
you look over your card record 
of customers sizes (surely you 
have one) and see if there are 
not some folks you can sell 
these to by telephone. 


99 CONTINUE your vaca- 
tion window displays for 
this week, and if possible liven 
them up a bit. Have a card or 
two suggesting the July 4th 
holiday. What can you do to 
make the store interior cooler 
and more inviting to summer 
customers? 


18 IF you are going to 
have a July Sale it is 
important that you start it 
when most other stores start 
theirs. A check up of last 
year's records and little study 
of this year's calendar will en- 
able you to decide now just 
when you should open your 
sales this year. 


9 MANY vacations will 

begin on July Ist, so 
this should be an ideal time 
for a really interesting vaca- 
tion window. Without little 
thought,and some atmosphere, 
such as resort folders and post- 
ers you can work out a display 
that will make folks stop, look 
and BUY! 


9 TONIGHT'S §advertise- 

ment should feature 
footwear for those who are go- 
ing on vacation next week, It 
should be a little larger ad 
than those you have been 
using, and it should be a 
SELLING ad. You can also call 
attention to the coming July 
4th holiday. 


30 THE last on of June, 
and a good day to 
check over your plans for July. 
If you're to have a sale, there 
are many things that should be 
done in advance. Stock check- 
ing, window planning and 
preparation of ad copy. Let's 
make July a profit month. 


1 SUNDAY is Father's 

Day, and a lot of gifts 
for fathers will be purchased 
tomorrow. In your ad tonight 
feature gifts for Fathers’ Day, 
such as a box of socks, sports 
shoes and golf shoes. Play up 
the fact that wrong sizes will 
be cheerfully exchanged if 
necessary. 


9 YOU will soon be want- 
ing to mail out your July 
Sale announcement. Why not 
get the envelopes addressed 
this week? And while you're 
at it, why don't you check 
over your mailing list and see 
if it is up to date, with all the 
new customers added to it. 


97 SWEETEN up your va- 
cation windows with a 
few specials today. And be 
sure there's a good hosiery 
display. Why not take a walk 
around the business district 
this morning before you get 
busy and see how your win- 
dows compare with those of 
your competition? 








counTRY 
GENTLEMAN 


yt the Mele 


Bia Sussrnvr stp 


Display, drama- 
tize and advertise 
to make shoe 
eustomers con- 
scious of the needs 
of Summer and 
vacation season 
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having the best there 1s in fitting, foot 
comfort, ond guidence thot will gve 
them strong healthy “grown-vp feet”! 
And it costs loss in the end, too! 


A SONG OF SUMMER 


AD men who try to make their copy 
click with the weather have been kept 
busy guessing these past few weeks— 
and more than once they’ve guessed 
wrong. Temperatures have shot up 
suddenly to Summer levels and then 
dropped back just as precipitately to 
the point where Winter clothes were not 
uncomfortable. With the thermometer 
close to ninety one week and a killing 
frost the next, shoe men in many cities 
of the Middle Atlantic region were be- 
wildered to the point of hardly knowing 
what to advertise. 

In New York, after two or three tor- 
rid days had given rise to the belief that 
Summer was definitely here, a big de- 
partment store came out with a bold ad 
announcing the air-conditioning of its 
building. The morning the ad appeared 
the temperature had dropped more than 
twenty degrees and a 45-mile gale 
lashed the city. Such changeable 
weather conditions have made stores 
hesitate about launching spectacular 
Summer shoe promotions; nevertheless 
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white shoes fill most of the windows, 
and glancing over the retail ads from 
various sections of the country one finds 
that Summer is the theme of the great 
majority. 

Therefore, weather or no, we look for 
vigorous promotion of Summer shoes 
throughout the month of June, with par- 
ticular emphasis on whites, which many 
merchants believe will sell in greater 
volume than ever before. Since whites 
are now regarded as a Summer staple 
some might question the need for ex- 
tensive advertising, but the experience 
of successful shoe men proves that ad- 
vertising pulls the best when the public 
is eager to buy. It’s difficult to promote 
merchandise toward which the public 
is indifferent, but the extra push at the 
peak of the natural season sells the 
additional pairs that bring in the profits. 
Advertising also takes the place of pro- 
longed and unprofitable clearances by 
helping the retailer to dispose of his 
stocks while the shoes can be sold at 
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with TRU-POSTURE 
FEATURES 


All proven features for rational Foot Health Selling 
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In Shoe Retailing, as in the Show Ring it’s PERFORMANCE that counts 


At every show there is one horse that stands out ONE OF OUR 
. . . The class of the field. FALL STYLES 
Tanbark Ring or Shoe Store—It’s Performance that 


counts. /laturat Bridge shoes have the added points 


of style, smartness and fitting qualities that get 


Natural Bridge Retailers out in front and make them 
real winners. 


Merchants tell us and we know that Natural Bridge 
shoes stay sold:—Brilliant Performers in any class. 
Write or wire us today for salesman who will come 


post-haste with the new Fall line of Natural Bridge 
shoes. 


Most styles to retail at a A few at *6 


IN STOCK JUNE 20 FOR FALL 
SELLING 
4505—Black kid suede List Tie, Uco 
Process, 16/8 continental covered 
WELTS - SILHOUWELTS - UCO SEALON PROCESS heel: AAA 5144/9, AA 5/9, A 44/9, 


B 4/9, C 34%4/9—$3.15. 
4506—S 
Natural Bridge 


ame style, sizes and price in 
brown suede. 


aaa style, sizes and price in 


rown kid. 
—-S style and sizes in black kid— 
ShHoO* MAK ers gyri mir 


Division of Craddock-Terry Company—-Lynchburg, 
ALSO MAKERS OF THE FAMOous Billiken TrRu-POSTURE JUVENILE SHOES 
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NATIONAL GATHERING 


AT SHOE 


GUILD SHOW 


FASHION 


Indicates That Quality Becomes 


More Demonstrative 


THE Shoe Fashion Guild show at the Waldorf-Astoria, 
exclusively selective in its audience and limited to 
actual buyers and merchandisers of quality shoes known 
to the twenty-nine participating members, brought to 
New York practically every representative of high-grade 
retailing in the country. So general was the attendance 
of “big shots” that on the closing day someone tried to 
enumerate those leaders at retail who might be absent. 
Only two came to mind—one in San Francisco and one 
in Boston, and their absence was explained by reasons 
of health. 

Thus, in a paragraph, you get the story of a gathering 
of shoe men and the rebirth of a spirit of quality. Buy- 
ing was both general and generous, for merchants from 
great distances were in the market to place orders for 
August 15th public showing. 

Names make news. One of the highlights of the show 
was the attendance of William J. Gibbs, shoe director 
for Marshall Field of Chicago, of whom it was said 
that this was the first show he had ever attended, for in 
all modesty the Number One shoe department buyer of 
America was the most sought-after man by salesmen 
and manufacturers. 
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Candid camera shot at Fash- 
ion Guild Luncheon—Waldorf 
waiter; then the Secretary, 
William R. Parrott; President 
George Miller, S.F.C. Seated: 
Ex-president M. A. Mittelman 
—N.S.R.A. and Secretary L. E. 
Langston—N.S.R.A. 


Candid camera shot of the 29 


shoe manufacturing hosts and 

their 600 guests—all bona-fide 

shoe buyers—(only a section 

of the banquet hall in this 
picture) 


So there you have the picture of attendance as an 
indication that there is an upward trend in quality 
activity in footwear in America. As one man put it: 
“It is axiomatic that during the Spring and Summer 
seasons even the most quality-sensitive consumers con- 
tent themselves with merchandise of less exacting stand- 
ards than that of Fall and Winter. In other words, the 
curve of quality expenditure drops low, ordinarily dur- 
ing the warm weather period. Then follows an upward 
trend in the character of merchandise for the Fall and 
Winter season. There is every indication of economic 
betterment, together with marked improvement in the 
public’s interest in fashion.” 

The second important conclusion is that in the field 
of higher-priced footwear the manufacturers themselves 
have developed a more cooperative spirit of inter- 
dependence. This was noted when competing manufac- 
turers within the group would take some of their sam- 
ples into a competitor’s room and ask for comment and 
criticism thereon. 

The shoes shown were fashion shoes exclusively, for 
very few of the Guild members go into orthopedic or 
corrective footwear as a major manufacturing interest. 

The third conclusion is that the tonic of high style 
and high prices is very stimulating at retail. Leading 
buyers, knowing that fewer and fewer sources of high 
fashion shoes are to be found, have a feeling that it is 

[TURN TO PAGE 88, PLEASE] 
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ce A HYAMUR 0 


*u. S. PAT. NO. 1.408.871 


CANADIAN PAT. NO. 294.316 BRITISH PAT. 


NO. 319,261 


PROFIT 





QUALITY, STYLE—MARK-UP, AND 








To meet today’s competition, 
the shoe-retailer’s line must be: 
styled right... quality-built ... 
popularly-priced . . . yet afford 
a profitable mark-up. Arrabuk 
is the upper material to meet 


these demands 100%. 


stYLE—Deep-toned Arrabuk, in 
black and brown, will be top- 
notch in style and popularity 
this fall. Moreover, Arrabuk is 
washable and color-fast— 
always retains its smart 
appearance. 


quauity — Arrabuk is vot a sub- 
stitute. It is an exclusive, pat- 
ented* product, especially de- 
signed for shoes. Arrabuk is 
priced from 5¢ to 9¢ less per 
square foot than other quality 
upper materials. It also cuts 
with less waste, requires *no 


special handling, and takes any 
type perforations without 
fraying. 


price—Arrabuk solves the prob- 
Jem of maintaining your mark- 
up and retail price without 
cutting down the quality or 
style of your line. Shoes made 
with Arrabuk can still be soia 


at $2.00 retail this fall. 


You get your full margin of 
profit in shoes made with 
Arrabuk! Write for details. 


Inquiries to ARROW PRODUCTS, 
WATERTOWN, MASS., will re- 
ceive prompt attention. 
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Boston Fair Is Timed For Buying 


leather colors—all these, urge. the’ fair 
managers, will be open books, easy to 
read. 

For the convenience of buyers, Man- 
ager James H. Stone is having prepared 
a directory of exhibits. In this will be 
listed the names of the exhibitors, their 
classification (whether shoe manufac- 
turer, wholesaler, tanner, etc.) and, in 
the case of manufacturers and whole- 
salers, the average prices at which their 
merchandise can be sold profitably at 
retail. Hence, if a merchant is interested 
in only one price range, he can quickly 
establish contact with those sources of 
supply with whom he wishes to do busi- 
ness. If he wishes to grade up a bit 
from his present price level, the direc- 
tory will tell him to what hotel to go, 
what firms to see and what the room 
numbers of those firms are. It will be 
a liberal education, moreover, in quality 
comparison. 


Lower Rates on Railroads 


There has been some uncertainty as 
to the rates which various railroads will 
charge for transportation to and from 
Boston. In years past, as all will re- 
member, it was the custom of all roads 
to grant what was known as a “conven- 
tion rate.” This enabled the buyer to 
get round-trip transportation for the 
equivalent of one and one-third of the 
regular one-way fare. 

Then, some time ago, the Interstate 
Commerce Commission instructed the 
roads which had not already reduced 
their fare rates, to cut to a straight 
two-cent-a-mile basis. Roads in the 
West and Southwest had been operating 
on that. basis for some time. Eastern 
roads now have announced that, al- 
though they surrender none of their 
rights to fight the decision in court, 
nevertheless the lower rates have been 
made effective. Furthermore, this de- 
cision of the Interstate Commerce Com- 
mission affects the Pullman surcharge, 
which is abolished. It is uncertain 
whether any further reduction will be 
made. 

“The thing to do,” announces Man- 
ager Stone, “is for the buyer or ex- 
hibitor to inquire of the ticket agent in 
his own city as to the best round-trip 
rates available. Ask particularly wheth- 
er there are any Summer excursion 
rates. Some roads may have them. 
Some may not. Many of the roads have 
not yet reached a decision. 

“It is reasonably certain, however, 
that even though the full two-cent-a- 
mile charge is made, the round trip, 
with the Pullman surcharge out of 
existence, will cost no more than the 
excursion rate last year, when mileage 
rates were much higher and the sur- 
charge added to the expense of travel- 
ing.” 

While it is emphasized that this is to 
be a strictly business show, with noth- 
ing to interfere with the buying and 
selling which such shows always en- 


{conTINUED FROM PAGE 38] 


gender .and. which this. Boston: show 
seemingly is destined to lift to a new 
high peak, nevertheless, there ig one 
.good old feature jof all Boston shows 
which has not been abandoned. 


Golf Meet at Wollaston 


There most emphatically will be a 
golf tournament—sponsored this. year, 
as last, by the members of the Boston 
Boot and Shoe Club. The Wollaston 
Golf Club has been selected by the com- 
mittee in charge, not only because it is 
one of the many very good courses in 
the vicinity of the city, but also because 
it is not more than a twenty-minute 
auto ride from the Statler Hotel. Dur- 
ing the first day of the show—June 8— 
the course will be open to all who wish 
to play and arrangements have been 
completed with the club to serve lunch- 
eon for those who desire it. Wholesale 
and retail buyers will be guests. 

For many weeks, members of the 
Boston Boot and Shoe Club have been 
canvassing the shoe and leather district 
and a surprisingly large number of 
valuable prizes have been promised to 
be distributed among the winners in the 
various classes. All arrangements have 
been under the general supervision of 
Frank C. Donovan of F. C. Donovan, 
Inc., chairman, and Eugene L. Wyman, 
United States Leather Company, trea- 
surer. Other members of the various 
sub-committees are: 





Study in Shoes 














Joseph Kaplan, president of the Colonial 
Tanning Company of Boston, Mass., who is 
touring Europe on a combined pleasure and 
business trip, is photographed with the body- 
guard of the King of Greece. The King's body- 
guard wears wooden clogs while Mr. Kaplan 
is wearing shoes of white patent leather. 





. 


Registration, Handicapping and Cad- 
dies: C.-W. (Chick) Connolly, Leas & 
McVitty; John F. Murphy, Ohio Leath- 
er Co.; Fred Ahern, Bliss & Co. 

Prizes: James T. Gormley, Day- 
Gormley Leather Co.; F. C. Donovan, 
F. C. Donovan, Inc.; Arthur D. Knight, 
Shoe & Leather Reporter; William J. 
Doyle, Doyle Shoe Co., Brockton; Rob- 
ert Nelson, E. E. Taylor Co., Brockton; 
William J. Hickey, John R. Evans Co.; 
Ernest D. Haseltine, W. L. Douglas 
Shoe Co., Brockton; Frank Bohr, 
Holmes-Bohr Co., Auburn, Me.; Cush- 
man-Abbott, Cushman-Abbott Co., Au- 
burn, Me.; Joseph Lannigan, North- 
western Leather Trust, Boston; George 
A. Dempsey, Farmington Shoe Co., 
Dover, N. H.; Louis H. Salvage, Louis 
H. Salvage Shoe Co., Manchester, N. 
H.; H. M. Read, Gregory-Read Co., 
Lynn; F. M. Winslow, Benz Kid Co., 
Lynn. 

Press: William J. McDermott, “Week- 
ly Bulletin”; Marcus McWeeney, Ken- 
nedy’s Store, Boston; Fred Ahern, Bliss 
& Co., Boston; James H. Stone, Boston. 

This year there will be no regular 
registration desk for buyers such as 
has been customary. The New England 
Shoe and Leather Association, however, 
which sponsors the yearly Summer 
show in Boston, has arranged to have 
Parlor “E” on the mezzanine floor of 
the Statler equipped as “Information 
Headquarters.” Here any and all ques- 
tions regarding the room numbers of 
exhibitors, or other features of the show 
will be answered and here, too, buyers 
should apply for their copy of the direc- 
tory of exhibitors. 

Everything wili be done to expedite 
the real business of the show—the 
bringing together of buyer and seller 
to the end that Fall business may be 
larger in volume and more profitable to 
every division of the shoe, leather and 
allied industries. 


Pessemier's to Remodel 


Tacoma, WASH.—Details of the vast 
remodeling and enlarging program for 
Pessemier’s Bootery at 923 Broadway 
now initiated have just been announced. 
Streamlining and air-conditioning are 
two modern features to be employed. 
Exterior of the store will be finished in 
verde marble with a white marble back- 
ground. Direct-lighting will be used 
throughout, in the store front as well as 


. within. 


A battery of eight windows will hold 
an extensive and most diversified dis- 
play of the latest styles at all times. 
These streamlined windows will be 
framed delicately in marble, providing 
for individual showing of men’s wo- 
men’s, and children’s shoes. Within the 
store 21 different displays, all artistical 
ly set out, with individual lighting ef- 
fects, will highlight the newest of many 


* different models and lasts. 
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Shoe Trade 
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New England Shoe and 
Leather Association 


FOR many years it has been the privilege of the officers and directors of the 
New England Shoe and Leather Association to act as hosts to all branches of 
the shoe and leather industry during the Boston Shoe Fair. This year will be 
no exception—the only difference being that the date has been advanced one 
full month—to June 8. 9 and 10—from the traditional “week after the Fourth.” 


This change makes the Fair definitely more useful to our industry; and the 
wisdom of the change is proven by the much larger number of exhibitors and 
buyers from all parts of the country who have signified their intention of being 


with us. 


To these exhibitors and buyers I am glad to extend the most cordial wel- 
come, not only for myself, but for all the officers and directors of the associa- 
tion of which I have the honor to be president. 


The Boston Shoe Fair this year is tremendously important—a decidedly 
major event in the activities of a giant industry which faces problems best and 
most easily solved by the free interchange of opinion which is always a chief 
feature of this big national gathering. 


You will most certainly not regret the days spent in Boston: and we, for 
our part, will do everything to make them not only pleasant, but profitable. 


MUM 
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THE SHOE WORLD TURNS T STYLEFUL 


NEW ENGLAND <5 WHITE 


FOR SOUND SHOE VALUES | i PATTERNS 


COMPLEMENT 
SMART SUMMER 
~~ COSTUMES 


NANETTE 
IN 


The concern which advertises consistently STOCK 


says, in substance: 


“We take pride in our ability to produce 
worthy merchandise. We go on record as 
accepting the responsibility for the quality 
and dependability of our product.” 


Such an attitude deserves and earns the 
confidence of the buyer. 





SPOCK TON MASSEY , NANETTE 
R173) Genuine Silver 
RI i75 rit] 

STACY ADAMS COMPANY L 
Brockton, Mass : 
; R1607 White Kid. $2.10 
Famous for men's fine shoes R4607 White Linen; a 
24 Last. Round Toe, 
» 11/8 Block Heel. 


R1605 White Kid.$2.10 
R4605 White Linen, 


84 Last, Medium Round 
Toe, 16/8 Cuban Heel. 
AAA to C Widths 
Above Sandal also In 
Stock in All Materials 
with a 21/8 Louis Heel. 


ROBERTA 


R1i609 Black Patent 
Riels Whi Kid 33:10 
yhite Kid. $2. 
HANNAHSONS R162 White Doeskin, 
mh) 
Haverhill, Mass Rass Blue Gondolier 
0 
Specialists in sandals—in stock — 
. Square Toe, 
13/8 Square Heel. 
AAA to C Widths 


Send For A Complete 
Summer Bulletin 


See Our Summer and Fall Line on Display 
CHICAGO SHOW, JUNE 1-2-3-4 
HOTEL SHERMAN—ROOMS 1058-1059 
BOSTON SHOW, JUNE 8-9-10 
HOTEL STATLER—ROOM 556 





AIR-O-PEDIC SHOE CO. 


Tedsouie |'HANNAHSONS BAVERHIL 


Well-known feature shoes for men and women 
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QUALITY REMAINS WHEN PRICE IS FORGOTTEN 





LAST ... LA ROCQUE 
Black Calf ....... -No. 0068 
Colored Calf ....... No, 0067 


IN-STOCK 


All works of taste must bear a price in propor- 
tion to the skill, time, expense and risk attend- 
ing their invention and manufacture. Those 
things called dear are, when justly estimated, 
the cheapest. They are attended with much less 
profit to the artist than those which everybody 
calls cheap. A disposition for cheapness and 
not for excellence of workmanship is the most 
frequent and certain cause of the decay of arts 
and manufacturers. 


—JOHN RUSKIN 





The retailer whose clientele recognizes and responds 
to the perfection of hand craftsmanship finds the 
Stacy-Adams Custom Grade line most valuable in satis- 
fying and holding such customers. Made to retail 
from $12.50 up, styles range from conservative com- 
forts to ultra smart custom patterns, carried In Stock. 
A companion line with a long standing reputation for 
quality and value is the Bion F. Reynolds Shoe, now 
made under the same high quality standards and super- 
vision as the Stacy Custom Grade line, retailing to 
order at $9.00 up, a revelation to retailers operating 
in this field. 


BROCKTON MAS? Ve) 


LAST... MYOPIA 


Black Calf ........No. 0077 
Colored Calf .......No. OO76 


IN-STOCK 











AZ, 


a. STACY -~ADAMS CO 
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Acme Shoe & Sandal Corp. 

Adelie Footwear Corp. 

Advance Shoe Co. 

Advance Wool Skin Shoe Co. 

Air-O-Pedic Shoe Co. 

Albrow Shoe Co. 

Alpine Shoes, Inc. 

American Oak Leather Co. 

American Shoe Co., Inc. 

Ansin Shoe Mfg. Co. 

Ansin Anwelt Shoe Mfg. Co. 

ow Monarch Shoe Mfg. 
0. 


Apt, E. R., Shoe Mfg. Co. 
Arnold Bros. & Co. 

Arrow Shoe Co. 

Artco Shoe Co. 

Art Craft Shoe Co. 

Astor Shoe Mfg. Co., Inc. 
Atkinson, John B. 

Atlantic Footwear Co., Inc. 
Augusta Shoe Corp. 
Ault-Williamson Shoe Co. 
Avon Sole Co. 

Ayer, George H. & Son, Inc. 


Bancroft Walker Co. 
Banner Shoemakers, Inc. 
Banner Slipper Co., Inc. 
Barbour Welting Co. 
Baris Shoe Co., Inc. 


Barr & Bloomfield Shoe Mfg. 


Co. 
Bata Shoe Co. 
Bates Shoe Co. 
B. & B. Shoe Co. 
Beaudin, L. E., Shoe Co. 
Beckerman Shoe Corp. 
Belcher, George E. Co. 
Bellaire Shoe Co. 
Belle-Craft Slipper Corp. 
Best Shoe Co. 
Beverly Shoe Co. 
Blue Ribbon Shoemakers 
Blum Shoe Mfg. Co. 
Bona Allen, Inc. 
Bond Shoe Co. 
Boot & Shoe Recorder 
Boston Shoe Fair Headquar- 
ters 
Bradd’s, Inc. 
Bristol Shoe Co. 
Brockton Boot & Shoe Co. 
Brown Shoe Co. 
Brown, H. H., Shoe Co., Inc. 
Burlington County Shoe Co. 
Burton Shoe Co. 
B. W. Footwear Co. 


Carmo Shoe Mfg. Co. 

Central Slipper Co., Inc. 

Champion Shoe Mfg. Corp. 

Chelmsford Shoe Co. 

Chesapeake Shoe Mfg. Co. 

Cinderella Shoe Co. 

Claff, M. B. & Sons, Inc. 

Clark Shoe Co. 

Clement & Ball Shoe Mfg. Co. 

Cole, B. E., Co. 

Collingwood Shoe Co., Inc. 

Colonial Shoemakers, Inc. 

Comfort Sandal Mfg. Co., Inc. 

Compo Shoe Machinery Corp. 

Consolidated National Shoe 
Corp. 

Consolidated Shoe Corp. 

Consolidated Slipper Co. 

Continental Box Company, 
Inc. 

Converse Rubber Co. 

Conway Shoe Co. 

Cooper, S., Mfg. Co. 

Corbin-Holmes Shoe Co. 

Corcoran Shoe Co. 

Cord Shoe Co. 

Craddock Terry Co. 

Crotty, James 

Curtis Shoe Co., Inc. 

Cushman, Chas., Co. 

Crafts, G. P., Co. 


Dainty Maid Shoe Co. 
Dainty Maid Slippers, inc. 


Daniels, C. H., Process Co. 

Dartmouth Shoe Co. 

— & Yungel Shoe Mfg. 
°. 


Dewey and Almy Chemical 
Co. (Darex Division) 

Dickinson Shoe Co. 

Dine Shoe Co. 

Dingley-Foss Co. 

Dorothy Dodd Shoe Co. 

Douglas, W. L., Shoe Co. 

Dunn & McCarthy, Inc. 

Durand Shoe Co. 

Dyer & Hall, Inc. 


Eagle Shoe Mfg. Co. 

Eaton, Charles A., Co. 

Edmar Footwear Corp. 

Elam, F. S., Shoe Co. 

oe Specialty Footwear 
0. 


Emerson, John, Shoe Corp. 
Enna Jettick Shoes, Inc. 
Evangeline Shoe Co. 
Evans’, L. B., Son Co. 


Farmington Shoe Mfg. Co. 

Federal Shoe Co. 

Fenway Shoe Co., Inc. 

Farris Shoe Co. 

Fisher Shoe Co. 

Filiurin Leather Corp. 

Fisher, Nath’! & Co. 

Fit-Rite Slipper Co., Inc. 

Five Star Shoe Co. 

Fleisher Shoe Co. 

Forest Park Shoe Co. 

Foster, R. H., Shoe Co. 

Fox Shoe Co. 

Franklin Park Shoes 

Franzen Shoe & Slipper Co. 

Frederick Shoe Co. 

Freediender Shoe Co. 

Freedman, A & Sons Co. 

Freeman, Joseph, Shoe Co., 
Inc. 


Gable Shoe Mfg. Co. 
Gaffney-Sulkis Shoe Co. 
Gale Shoe Mfg. Co. 
Gardiner, The, Shoe Co. 
Gardner Shoe Co. 
Gerber Shoe Co. 

GilAsh Shoe Co. 

Givren, E. J., Shoe Co. 
Goldberg Brothers, Inc. 
Goldberg, S., & Co. 

Gold Seal Rubber Co. 
Good Will Slipper Co. 
Gotham Shoe Mfg. Co. 
Grand Footwear, Inc. 
Grand Shoe Co. 

Granite Shoe Co. 

Granite State Shoe Co., Inc. 
Great Northern Shoe Co. 
Green-Bell Shoe Co. 
Green Shoe Mfg. Co. 
Gregory & Read Co. 
Grossman, The, Shoe Co. 
Grover, J. J., Shoe Co. 


Halpern Shoe Mfg. Co. 
Hannahsons Shoe Co. 
Harbrow Mfg. Corp. 
Harvard Shoe Co. 

Headway Shoe Corp. 
Hercules Shoe Mfg. Corp. 
Herman, Joseph M., Shoe Co. 
High Shoe Mfg. Co. 

Hill Bros. Co. 

Holly Shoe Co. 

Holmes Bohr Co. 

Horwitz, Vincent, Co., Inc. 
Hub Shoe Co. 

Hubbard Shoe Co. 

Hubler, George W., Shoe Co. 
Hyde, A. R. & Sons Co. 
Hy-Style Shoe Co. 
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Milchin Shoe Co. 

Milford Shoe Co. 

Milius Shoe Co. 

Miller, Hess & Co. 
Miller-Radeschi, Inc. 
Minor, P. W., & Son, Inc. 
Monarch Shoe Co. 
Montello Shoe Co. 
Morphy Shoe Co. 

Morse & Malloy Shoe Co. 
Mound City Shoe Co. 
Municipal Shoe Co., Inc. 
Muskin, The, Shoe Co. 
Myers, D., & Sons, Inc. 
McKay, Frank, Shoe Co. 
McNichol & Taylor, Inc. 


Narraganset Shoe Co. 

Nashua Slipper Co. 

Nattenet Shoe & Leather Co., 
nc. 
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Ideal Shoe Co., Iné. 
















Jacobs, A. & Sons Co., Inc. 

Jacob, H. & Sons, Inc. 

Jay Shoe Co. 

Johnson-Stephens & Shinkle 
Shoe Co. 

Jonas, R., Shoe Co. 












Kane, Dunham & Kraus 
Karelis Shoe Co. 
Kennebec Shoe Co. 
Kesslen Shoe Co. 
Keystone Slipper Co., Inc. 
Kimel Shoe Co. 

Klayman, S. & Sons, Inc. 
Kleven Shoe Co. 

Knipe Bros., Inc. 

Knight Slipper Mfg. Corp. 
Koss Shoe Co. 




















Come and see the New 
pressive list of leading 
great National Mid-Year 








Kreider, The A. S., Shoe Co. National Shoe & Slipper Co., 


Kreider, A. S., Shoe Mfg. Co. Inc. 
Neo-Ped-Inc. 


New England Slipper Co. 
Newmarket Shoe Co. 
Newmarket Novelty Shoe Co. 
Newton Shoe Co., Inc. 
Nobby Shoe Co. 

Norway Shoe Co. 

Novelty Slipper Co., Inc. 
Nu-Way Shoe Co. 


Laganas, Chris, Shoe Co. 
Lancaster Shoe Co. 

Lasell Shoe Co. 

Leonard & Barrows Shoe Co. 
Lenox Shoe Co., Inc. 
Lester Shoe Co. 

Levine, Al and Sol 

Liberty Shoe Co. 

Lion Shoe Co. 

Lippert Bros., Inc. 

Little Falls Felt Shoe Co. 
Longini Shoe Mfg. Co. 
Lorman, Philip Shoe Styles 
Lorraine Shoe Co., Inc. 
Louis Shoe Co. 

Loy-Mac Shoe Co., Inc. 
Lown Shoe Co. 

Lucey, John E., Shoe Co. 


Old Colony Shoe Co. 
Owens Shoe Co. 


Pacific Slipper Co. 

Packard, M. A., Co. 
Panther-Panco Rubber Co. 
Paramount Slipper Co., Inc. 
Pfieifer, Frank H., Co., Inc. 
Philco Shoe Co. 

Phillips Shoe Mfg. Co. 
Pilling, John, Shoe Co. 
Pilot Shoe Co. 

Plaistow Shoe Co. 

Plaut, Butler, Inc. 

Polly Preston Shoes 
Plymouth Rubber Co. 
Pre-Welt Shoe Mfg. Co. 
Prime Shoe Co. 

Princely Products, Inc. 
Principal Shoe Co., Inc. 
Progress Shoe Co. 

Prospect Shoe Mfg. Co. 
Prouty-Chapman Shoe Co. 


Maine Shoes, Inc. 

Manning, J. Nelson, Shoe 
Mfg. Co. 

Manning, John P. & Co. 

Manning-Gibbs Shoe Co. 

Marks, L. V., & Sons Co. 

Martin Tickeles, Shoe Co. 

Mascott Shoe Co. 

Maxwell Shoe Co. 

Maybury Shoe Co. 

Mayer-Herman Shoe Co. 

Maynard, V. L., Shoe Co. 

Mayville Shoe Co. 

Meis, Charles, Shoe Mfg. Co. 

Melrose Slipper Co. 

Menzies Shoe Co., of Missouri 

Metzner, E. L., Shoe Co. 

Meyer, Frank C., Co., Inc. 

Midwest Shoe Co. 


Queen City Shoe Co. 
Queen Quality Shoe Co. 
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Read, E. P., & Co. 

Restful Footwear Co. 

Ritz Shoe Co. 

Rondeau, H. O., Shoe Co. 

Roth, Jack L. 

Roth Shoe Mfg. Co., Branch 
Consolidated Shoe Co. 

Royal Shoe Co. 

Rubin Bros., Footwear, Inc. 

Ruth Shoe Co. 


Saco-Moc Shoe Corp. 

Saks, M. J., Shoe Corp. 
Salem Shoe Mfg. Co. 
Salvage, Louis H., Shoe Co. 
Samuel Shoe Co. 

Sandler, A., Co. 
Schawe-Gerwin Co., The 
Scholl Mfg. Co. 

Scholinick Shoe Co. 

Shaw Shoe Co. 


* 


Wall-Streeter Shoe Co. 

Watson, C. V., Shoe Co. 

Waynesboro Shoe Mfg. Co. 

Wear Ever, The Shoe & 
Slipper Corp. 

Weinstat Shoe Stylists 

Wellesley Shoe Co. 

Werman, A., & Sons, Inc. 

Winchell Shoe Co. 

Winship Co., Inc. 

Wise Shoe Co., Inc. 

Wolf, A. N., Shoe Co. 

Wolf, Sam B., Sons, Branch 
Consolidated Shoe Co. 


Woodard & Wright Last Co. 


Wood & Smith Shoe Co. 


Worcester Paper Box Mfg. 


Co. 


Young, H. M., Shoe Co. 


Fall lines of this im- 
manufacturers at this 


Event. The 


SHOE | 


June 8-9-10 


Sherman Bros., Mfg. Co. 
Sherwood Shoe Co. 
Shinola Shoe Dressings 
Shoe Form Co., Inc. 
Shortell, M., & Son, Inc. 
Sibulkin Shoe Co. 
Skinner, William, & Sons 
Somerset Shoe Co. 
Somerworth Shoe Co. 
South Berwick Shoe Co. 
Smith, James P. 
Snyder-Shaw Corporation 
Standard Footwear, Inc. 
Standard Shoe Co., Inc. 
Stedfast Rubber Co. 
Sterling Shoe Co. 
Stetson-Abbott Shoe Co. 
Stone Tarlow Co., Inc. 
Stritter Shoe Co. 
Style Craft, The, Footwear 
Corp. 
Suffolk Shoe Co. 
Sulkis Shoe Co. 
Sullivan, P., Shoe Co. 
Supreme Shoe Mfg. Co., Inc. 
Swagger, Inc. 


Taylor, E. E., Corp. 
Tower Shoe Mfg. Corp. 
Triple Novelty Footwear Co. 


Tupper, Inc. 


Unique Shoe Co. 

United Shoe Machinery Corp. 
United Last Co. 

Unity Shoemakers, Corp. 
Universal Shoe Co. 


Venus Shoe Co. 
Virginia Shoe Co. 
Viscol Co. 





Boston jobbers will 
be prepared to wel- 
come all visiting 
buyers with attrac- 
tive assortments of 
shoes for immedi- 
ate and future de- 
livery. 





A 
GOLF TOURNAMENT 


A golf tournament 

has been scheduled 

for visiting buyers 

as guests—with 

many attractive 
prizes 


WRITE OR WIRE 


BOSTON SHOE FAIR 
166 ESSEX STREET BOSTON, MASS. 
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THE SHOE WORLD KNOWS 


NEW ENGLAND 


FOR FINE SHOEMAKING—SOUND VALUES 
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EASTERN UNITS 


INTERNATIONAL SHOE CO. 
Manchester, N. H 





Shoes for men, women and children. 
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CAMBRIDGE RUBBER CO. 
Cambridge, Mass 







All types of rubber footwear and sandals. 


M. A. PACKARD CO. 
Brockton, Mass 







A reputation for value in middle grade men's shoes. 


RIDING BOOTS 


J. M. CONNELL SHOE CO. 


So. Braintree, Mass 


Outstanding line of riding and field boots. 
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COMPANY 
* MANCHESTER, N. H. 








CO-ORDINATED 


LINES 
POPULAR PRICED 


which meet every requirement of 
LARGE BUYERS 


* 


INTERSTATE 
SHOE COMPANY 


Women’s and Growing Girls’ 
McKays, Cements 
Misses’ and Children’s 
McKays and Welts 
Parker House—Rooms 202 and 208 


* 


METROCRAFT 
SHOE COMPANY 


Women’s Welts and Littleways 
Arch Types and Growing Girls’ 
Sports and Spectators 
Parker House—Rooms 202 and 208 


* 


GREAT NORTHERN 
SHOE COMPANY 


Men’s—Boys’—Y ouths’ 
Little Gents’ Goodyear Welts 
Statler Hotel—Rooms 441 and 442 





* * * 
REPRESENTATIVES IN ATTENDANCE 
S. Kenneth Bruce H. W. Nash 
Charles Ault W. H. Shepler 
O. J. Newton W. E. James 
C. K. Garretson A. Saperstone 


H. E. Mackinnon R. A. Hull 


EASTERN UNITS OF 
INTERNATIONAL SHOE 





y. 
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@ Famous as the Air-O-Pedic line of welts has always 
been for individuality, style and scientific corrective fea- 
tures — still we’ve gone beyond our past efforts. Our 
designers have created over seventy-five new styles that 
are destined for fast selling. They're important because 
their fashion details will tie in with costume styles next 
Fall and Winter. 

Air-O-Pedics can be sold for all kinds of informal 
wear: Spectator sport, walking, business, afternoon. The 
retail price, $6.50 and up, permits a generous mark-up 
and yet meets popular demand. There are over 100 
styles in stock, and all sizes and widths. Write for informa- 
tion to the Air-O-Pedic Shoe Company, Brockton, Mass. 


AIR-O-PEDIC 


SHOE COMPANY. BROCKTON. MASS. 








See the Air-O-Pedic Fall Line at the Boston Show 
Room 435, Hotel Statler. 











NINE REASONS WHY AIR-O-PEDICS 
WILL INCREASE YOUR PROFITS: 


] Correct fit: Air-O-Pedic 

lasts allow the ball of 
the foot to fall in its 
natural position. 


2 Metatarsal arch sup- 
ported without strain. 

3 Air-O-Pedic Arch: Com- 
fortable, because it's 
scientifically correct. 


4 Steel shank: Air-O- 
Pedic’s scientifically 
designed arch is pre- 
served by a steel shank 
which will withstand a 


weight of 300 pounds. 


5 Extra ease for cuboid 
bone: Ample room here 
perfectly balances the 
weight between the 
ball and heel-tread, 


keeping the foot in a 
normal position. 


No slipping: no gap- 
e 


ping: Air-O-Pedic Shoes 
fit securely. No chaf- 
ing and no friction to 
wear out hosiery. 


Non-binding vamp and 
throat line: This gives 
comfort and relief at an 
important point of 
pressure. 


Cushioned heel rest: 
Air-O-Pedic heel rest— 
a shock absorber at 
every step. 


Newest styles in all the 
wanted colors and 
materials. 
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Cambridge 


RUBBER COMPANY 


Foor 
i On 
CAMBRIDGE, MASS. 
w ff BOSTON : CHICAGO : NEW YORK : ST. PAUL 


600 ATLANTIC 317 W. MUNROE 125_ DUANE BROADWAY AND 
AVENUE STREET STREET PRINCE STS. 


_—— CAMBRIDGE RUBBER LTD. 
SALES OFFICE: CONFEDERATION BLDG., MONTREAL, P. Q. 
PLANT: ST. REMY, P. Q. 








Cambridge’s ability to style and make 
fast selling merchandise at prices 
profitable to you is now available 
in a complete rubber footwear 
line. 


Practically all Cambridge styles 
MUD RUBBER are exclusive—no other house 
' has them. See this line now 
while there is yet time to 
place orders on the pre- 
season basis. 





NEW SNAP RUBBER 


LIGHT WEIGHT 
RUBBER 








NEW FUR 
GAITER 





NEW RAYNSHOD 
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makes and distributes a com- 
plete line of lightweight and 
heavy duty rubber footwear 
—lightweight rubbers and 
gaiters—work rubbers— paces acre 
—hboots—and a complete line 


of summer shoes! 





BOSTON OFFICE 


600 ATLANTIC AVENUE 


CHICAGO OFFICE 


317 WEST MUNROE STREET 


MEN’S TREDLITE OXFORD 








TO DEALERS — more than ever before, the Cam- 
bridge line means better volume—greater turnover— 
and bigger profits right across the rubber footwear 
board. Cambridge dealers are always ahead of the field 
in style and construction developments. 


REASONS — Cambridge styles, prices and exclusive 
construction features give wearers just what they want 
—footwear smartness—color variety—superior cool- 
ness, lightness and comfort—all within the reach of 
the average pocketbook. Cambridge has continually 
pioneered in construction improvements — style de- 
velopment. Tomorrow’s volume seller was introduced 


by Cambridge yesterday. 


NOW—the biggest profits are going to dealers with the 
Cambridge summer line—smartest—broadest—most 
colorful in our history. 


SOON—the Cambridge Fall and Winter line, meeting 
every rubber footwear requirement, will be making 
profit news. 


TO GAIN THE ADVANTAGES OF 

CAMBRIDGE VOLUME BUILDING 

ABILITY — IT IS IMPORTANT TO 

BECOME ESTABLISHED TODAY AS — 
A CAMBRIDGE DEALER ee om 
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BUYERS who buy SHOEMAKING ‘THE BRANDED PRODUCT IS 
Look to ALWAYS MORE DEPENDABLE 


NEW ENGLAND =," 1s 
MORE PROFITABLE 
FOR THE BEST VALUES As early as the sixteenth century, Andrea Ferrara, 
Italian sword maker of great renown, distinguished 
his blades from all others by signing his name to 
them. His product was re grioaapa and being rec- 


ognizable by its trade-mark, was eagerly sought by 
all men. 


The custom of identifying worthy articles by a dis- 
tinguishing mark grew rapidly as soon as the bene- 
fits were understood. In the complexity of the 
present day with its numberless sources of supply 
the trade-mark has become an essential institution 
in commerce—a protective device for the buyer 
and the honest manufacturer alike. 


In the footwear market famous New England brands 
abound, many of them known and respected for 
generations, others of more recent origin, but 
equally dependable. Futile attempts to create 
good reputations for unworthy merchandise have 
demonstrated the acumen of accepting branded 
products of reputation as more dependable and 
stable. 


No greater guarantee of stability in business exists 
Campello, Mass than that given by the product which bears a recog- 

Well knows fer @ superb Santee chee nized, respected trade-mark. It is always depend- 
as well as regular welts for men. able. It is always salable. It is always profitable. 


THOMPSON BROS. SHOE CO. 


TWO FAMOUS(:)TRADEMARKS . . . 


combine to give the Packard Fall Line greater merchandising power... 


*The PACKARD SHOE offers a finely styled and quality made line featuring 
flexible construction and foot conforming fit in the season’s smartest leathers 
and patterns to retail at $6.50 and up . . . merchandise that reaches a large 
market at satisfactory consumer price levels with full profit protection. 


*ESQUIRE .. . today’s smartest national media and greatest merchandising aid 
in creating consumer demand will carry the Packard Style Program into your 
market in a series of advertisements beginning with the September issue. 


IN-STOCK STYLES SEE THE ADVANCE SHOWING OF NEW 
TO RETAIL FROM / FALL STYLES AT THE BOSTON SHOE 
hal sg FAIR OR IN YOUR OWN TERRITORY 

WHEN REGULAR SALESMAN CALLS. 


M. A. PACKARD CO. yg UUTE.. 





AT THE BOSTON SHOE FAIR 
ROOM 416, HOTEL STATLER THE MAG§ AZINE FOR MEN 


JUNE 8-9-10 





BROCKTON, MASSACHUSETTS 
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THE -THOMPSON OSTEO NAILESS SHOE 


OVER FIFTY-FIVE YEARS OF BUILT-IN QUALITY 








‘TI Twists 
and Turns” 





























MORE 
SALES FEATURES THAN EVER 


OFFERED IN ANY OTHER SHOE 


Features that impress...that break down all sales resistance... 
that sell...that build a pyramiding profit making department 
through universal consumer appeal and lasting satisfaction. 
Aggressive retailers everywhere have quickly sensed the mer- 
chandising possibilities of the Thompson Osteo-Nailess Shoe line 
and are securing franchises for their communities. 


Write at once for merchandising plan and in-stock catalog. 
Thirteen smart new styles 
in-stock. Send trial order 


of the five styles illustrat- 
ed in this advertisement. 


No. $2016 ~~ ™ 7 ‘y No. $2008 


Gun Metal Ox., Imperial. pes . N Coan Sf Gun Metal Ox., Boulevard. § 


No. $2018 ees = ; ae > No. $2010 
Tan Calf Ox., Imperial. a 3 a Tan Calf Ox., Boulevard. 


No. $2020 
Black Kid Ox., Imperial. 


“WRITE FOR AGENCY PLAN WHERE FRANCHISE IS STILL OPEN" 


HOMPSON BROS. SHOE (6 


FINE SHOEMAKERS 


) =e > Ot Oe Gs Ot 
CAMPELLO, MASS. 
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It’s more than just an orthopedic shoe 


Posture-Tred lasts were designed with the idea of pre- 
vention rather than correction, but their preventive 
features give them a corrective quality which is appre- 
ciated by every man. 


Before this new and sensational shoe was introduced 


LOOK RIGHT and 
WALK RIGHT with 


U is che 
T7 yee 


Posture-Treds give a 
straight-ahead tread that 
brings balance and spring 
to the step. The weight is 
carried as it should be, and 
the wearer walks with ef- 
fortless ease. 


it was found that most foot troubles come from the fact 
that the bones of the foot are out of alignment with the 
weight-thrust of the body. 

Posture-Tred shoes provide the first essential of good 
posture — ankle alignment. 


9 out of 10 men walk 
like this—have what 
is known as 


? 
Gar the ? 
ie Pr 


This is due to misalign- 
ment and means that the 
weight of the body is being 
thrown on muscles and 
tendons which were never 
intended to carry it. 


THE MOST REVOLUTIONARY DEVELOPMENT SINCE “RIGHTS” 
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MEN - - 


POSTURE | TRED PROSPECTS... 


A million dollars spent—thousands of casts of feet made—thirty 









years of research to improve the fitting qualities of shoes. Big 






words! True words! And véry important words to you! Yet out 






of all this came a new shoe. Yes, new! From the exhaustive study 
of human feet (15,000 feet, to be exact) came the human-shaped 
Posture-Tred lasts. Posture-Tred Shoes, made on these special 
lasts, are the only shoes that correctly follow the lines of the feet 







of man. 







There’s a remarkable non-competitive sales opportunity and ex- 
clusive dealer proposition for the right store in every city. Write 






today to see if your territory is open. 






MILFORD SHOE COMPANY - MILFORD, MASS. 


THE POSTURE TRED SHOE, ON DISPLAY AT THE 









BOSTON SHOE FAIR, JUNE 8, 9, & 10, HOTEL STATLER, ROOM 414 
MAKES YOU LOOK RIGHT WALK RIGHT... FEEL RIGHT 





AND “LEFTS” WERE INTRODUCED MORE THAN 65 YEARS AGO 
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VALUE is the basis of stable sales. 


NEW ENGLAND 


is the source of the soundest 
values in footwear. 


POSTURE } TRED 


MILFORD SHOE CO. 
Miiford, Mass 


W. L. DOUGLAS SHOE CO. 
Brockton, Mass 


So well known as to require no comment. 


OWENS SHOE CO. 


Salem, Mass 


HOOD RUBBER CO. 


Watertown, Mass. 


THE 


PINELESS 
OXFORD 


CHARLES A. EATON CO. 


Seockton Nast Rubber footwear — and 


Arrabuk for shoe 
Men's and boys’ shoes. uppers. 
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a 


“the advance 
style trend 


for Fall Wear.. 





THE DEMAND 
for a heavier type 
shoe—yet one of 
flexible and 
water resisting 
features is 

now supplied 

by EATON'S 
SPINELESS 
BROGUE 


Ten years ago Spineless blazed the trail in Welt 
Flexibility. Today the Crawford Spineless is a 
proven practical line of shoes that merchants can 
safely and profitably merchandise. 

Spineless has stood the test of performance... 
Merchants from coast to coast are pushing this 
outstanding line of Flexible shoes because their 
practical performance over a period of years 
merits it. 

Offers you a practical, proven line that is well 
balanced in style and leather appeal and gives 
you a sound profitable repeat business in FLEX- 
IBLE FOOTWEAR. 


ON DISPLAY 
AT ROOM 449 = STATLER HOTEL 
BOSTON SHOE FAIR 


CHARLES A: EATON CO: 


BROCKTON 
MASS. 
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THE SHOW OF THE SHOW! 


DOUGLAS LINE FOR FALL 








SEE IT AT THE BOSTON SHOW...JUNE 8, 9, 10 
HOTEL STATLER...ROOMS 437, 439 


IF YOU’RE hopping to Boston for the Shoe 
Show, heel-and-toe it to the Douglas dis- 
play at the Statler, Rooms 437, 439. Begin 
your inspection with the line that gives you all 
the things that add up to FAST TURNOVER! 
What are they? Style, quality, popular 
prices, national advertising, perfect-fitting 
lasts, all styles in stock, 60 years’ reputation. 
That’s the story of turnover—and the story of 
Douglas in the year of its sixtieth anniversary. 
Plenty of news in the Douglas line for Fall. 
New lasts, new leathers, new patterns — and 


increased mark-up. All the trends that are 
“catching on” in the world of fashion, done 
in reliable Douglas All-Leather Construction, 
with careful attention to the fraction of an inch 
between “just a shoe” and “Style.” 


Six decades of business, backed by millions 
of dollars of national advertising, have made 
this trade name tops in the shoe business. 
There may be an exclusive franchise in your 
district. If you can’t make the Show, write for 
full information. W. L. Douglas Shoe Co., 
Brockton, Mass. 


W. L. DOUGLAS SHOES 
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JAMES H. STONE 


THE New England shoe industry produced 130,527,- 
608 pairs of footwear in 1935, the largest total for any 
post-war year since 1919. That this region is the 
leading one in the country, so far as the shoe industry 
is concerned, is attested by the fact that in 1935 it built 
almost 99 per cent of all shoe machinery used in the 
entire industry, produced 34 per cent of the total output 
of shoes, employed 38 per cent of all shoe workers, did 
approximately 20 per cent of the entire wholesale 
trade and accounted for 9 per cent of the retail shoe 
sales in the country. 


Shoe Production 


The accompanying chart on shoe production gives a 
picture of the standing of the eight leading shoe states 
from 1929 to 1935. The most striking feature for New 
England is the increase in production for the region 
as a whole. New Hampshire and Maine made notable 
gains, with production in these two states in 1935 al- 
most 13 millions of pairs greater than their output 
in 1929. 

A study of the production lines shown in the chart 
reveals the realignment in the ranks of these states. In 
1935. New York was the leading producer, having 
increased its output over 1929, while Massachusetts had 
fallen into second place. Missouri remained third, even 
though it had suffered a substantial drop in production. 
The best results were achieved by New Hampshire, 
which replaced Illinois for fourth position, and Maine, 
which superseded Wisconsin and Pennsylvania, to gain 
sixth place. 

In conclusion, therefore, it is seen that New England 
has strengthened its position in the industry. Massa- 
chusetts is now second, New Hampshire advanced from 
fifth to fourth, and Maine jumped from eighth to sixth 
place. 
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New England 


Shoe Production in 1935 Reached High- 
est Total of any Post-War Year Since 
1919 


by JAMES H. STONE 
SECRETARY, NEW ENGLAND SHOE anp 
LEATHER ASSOCIATION 


Shoe Machinery 


New England can boast absolute leadership in the 
shoe machinery industry in this country, and all the 


NUMBER OF TANNERIES IN THE 
LEADING STATES 19:35 


Source: US Depar tment of Commerce 
New England 
Massachusettes 
New York 
Pennsylvania 
New Jersey 
Illinois 


Ohio 


- 
- 


20 80 120 
NUMBER of TANNERIES 
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leading producing nations as well. Boston is the home 
of the United Shoe Machinery Corporation and the 
Compo Shoe Machinery Corporation, with the former 
furnishing about 95 per cent of the machinery used in 
the industry. The magnitude of this company’s opera- 
tions can be realized from the fact that there are on the 
average 210 machine operations in making a pair of 
shoes, 134,000 different kinds of machine parts, and the 
United corporation manufactures 14,000,000 parts a 










year in servicing the industry. 
The Compo Shoe Machinery Corporation is engaged 
primarily in the manufacture of machinery used in 







cementing soles to shoe uppers, and has experienced a 




























SHOE PRODUCTION IN THE LEADING 
STATES 1935 AND 1929 





































Maintains Its Position 
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phenomenal growth since its inception in 1929. In that 
year approximately 2,000,000 pairs of shoes were man- 
ufactured under Compo licenses by 33 concerns. By 
1935 output had increased to 35,000,000 pairs, with 
155 licensees. 


The Leather Industry 


New England is also the leading center in the leather 
industry, as the accompanying chart shows. Of a total 
of approximately 450 tanneries in the country in 1935, 
no fewer than 160 were located in this region. Massa- 
chusetts led all other states with a total of 142 tanneries, 
or 25 more than were operating in 1929. 

This state accounts for practically one-fourth of the 
total value of leather products produced in the country, 
and employs an average of 10,000 of the 45,000 leather 
workers engaged in this industry. 

In addition, Boston is a leading hide and leather 
market. Practically every sizable tannery maintains a 
sales office on traditional South and Lincoln Streets. 
Hide and skin imports arrive at this port from all over 
the world. And shoe manufacturers from all New 
England find this market adequate in furnishing them 
with all their leather needs. 


Prospects For The Fature 


The fact that New England has maintained a leading 
position in the shoe industry for some 300 years would 
indicate that its outlook in the future is highly favorable. 

The advantages which the New England shoe indus- 
try has enjoyed, and will undoubtedly enjoy in the 
future, are its proximity to the machinery, leather and 
shoe supply centers, to the wholesale markets in Boston 
and New York, an abundance of skilled labor, excellent 
transportation facilities and unexcelled banking and 
credit services. Just so long as these advantages are 
maintained one can safely conclude that New England 
will continue to lead the country’s shoe industry. And 
the corollary to this, naturally, is that the Massachu- 
setts leather trade will maintain its leading position 
in the country. 

The increased participation in this year’s Boston 
Fair, together with the advance indications of a large 
attendance of buyers from every section of the coun- 
try, is by no means the least significant of the 
signs pointing to a prosperous shoe future for 


many 
New 
England. 
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CY. Ove 
GIVES THEM 
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WHAT THEY WANT! 


Two Greal Fall Lines designed 


for Volume demand. New ideas, new styles that 


Walk-Over dealers will turn into Fall Phos 


WALK-OVER WOMEN’S SHOES. High style pat- 


terns fully covering the smart touches that will be in the 


- news when she comes out to buy. 


WALK-OVER “JULIET” TYPES: Variety of Tailored 
Town styles, new materials and colors in the different 
price groups. 

ARDWYN STYLES: Better grade shoes. Featuring new 
walled last, simpler patterns, fuller toes. 
WESTCHESTER WELTS: From bicycles to skis, sports 
are gaining. Welts are right in line. Walk-Over Welts are 
world-famous. 

MAIN SPRING* ARCH SHOES: Smart enough to sell 
on looks alone, prescribed by doctors the country over 


*REG. U.S. PAT. OFF. 


for their therapeutic value. 


WALK-OVER PROMOTIONS FOR MEN. Based 
on trends from the nation’s campus, city and resort 
centers. 

DE LUXE AND CUSTOM GRADES: Authentic styl- 
ing, the cream of the Fall leathers, the finest product 
of the Walk-Over factory—to meet the demand for top 
quality merchandise. 

HUSKY TYPES: Featuring the weatherproof Slush 
King. New construction. Also Mudhound, on new walled 
Ski last. High-grade leathers throughout. Easy onthe feet. 
SHOCK-ABSORBING SHOES with the Main Spring 
Arch. Resilient support for the arch at the three natural 
weight-bearing points. And complete flexibility across 
the ball. 


i, GEO. E. KEITH COMPANY, CAMPELLO, BROCKTON, MASS. 
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MORE SKILLED SHOEMAKERS PER 
SQUARE MILE IN 


NEW ENGLAND 


THAN ANYWHERE ELSE IN THE WORLD 


GEO. E. KEITH CO. 


Brockton, Mass. 


Famous shoes for men and women. 


L. B. EVANS’ SON CO. 
Wakefield, Mass. 
Men's and women's 


slippers of all types and 
high quality. 


Laylee- 
y) lode 


E. E. TAYLOR CORP. 
Brockton, Mass. 


Smart styling in men's 
medium grade shoes. 


THE 


SHOE 


THE OLD COLONY SHOE CO. 


Brockton, Mass. 


Also makers of ALDEN SHOES for men. 
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* 


* 


WOMEN'S 
TAILORED 
CUSTOM WELTS 


by the 


J. M. CONNELL SHOE CO. 
* 


ROOM 528-530 
PARKER HOUSE 


DURING THE 


BOSTON SHOE FAIR 


x 
9.1. Connell 
Shoe Co. 


SO. BRAINTREE 








“T 


: 
| Best 








| Boston | 
offers... 


IN STOCK 


Four (4) ways 
2617 pikes Brown Trim 


rap 
2615—/ All White Strap 


2623—All White Pump 
2625— — Brown Trim SMART LINE OF WHITES 


PURE o gto IN-STOCK 
. OF ALL TYPES 
* * 
An exceptionally strong line IMMEDIATE DELIVERY 


of Fall shoes will be ready 

for your inspection during the % % 
eB ann $4 

smart styles and a 

of dependable Tn- “Stock “service. RETAILERS 


Boston Show. Come in and 
DISPLAYED AT BOSTON SALESROOM 


AN UNUSUALLY 














ag tae Best spt gens hte 


SHOE CO. 
57 LINCOLN ST., BOSTON, MASS. 
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OWENS SPECIALIZED 
LINES BUILD PROFITS FOR 
LEADING OPERATORS 


Owens 


WOMEN'S COMFORTS 
AND ARCH SUPPORTS 


Taking every advantage of years 
of experience in the production 
of this type of staple footwear, 
Owens Comforts provide plus val- 


* 
Owens 
MEN'S 
SLIPPERS 


McKAYS and COMFORTS 
(MAKE UP) 

The larger make-up trade has 

learned to depend upon Owens 

men's slippers as leaders in their 


* 
Owens 
IN-STOCK 


LINE OF MISSES'—CHILD'S 
AND GROWING GIRLS’ 


TAP-DANCE 


sien: Shel tail: thinned: al gqrades—and Owens deliveries as 


sell better, made according to specifications. 


RETAILS 


2... 53 


SHOES 


During the past five years the in- 
creasing demand for Owens Taps 
has built what is undoubtedly the 
largest In-Stock department on this 
type of specialized footwear. 


RETAILS 











ON 


BLACK CALF, 


DISPLAY 
BOSTON SHOW mata 


ROOM - 659 = 


A, B, C, 1112-2, 


HOTEL STATLER =e 
JUNE 8, 9, 10 


AL and SOL. LEVINE in attendance 


OWENS finn 


SALEM - - - - - MASS. 


BOSTON OFFICE, 186 LINCOLN ST. 


SHOE 
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LOOK TO 


NEW ENGLAND 


FOR FINER SHOE MAKING 
and BETTER VALUES 


MEDS TERED TRADE ARE 


R. P. HAZZARD CO. 
Augusta, Me 


A name in men's shoes long standing for dependoble values. 


Best 


BEST SHOE COMPANY 
Boston, Mass 


Women's Stylish Footwear in Stock. 


THE 


SmripeR ite 


SHOE 


The GREEN SHOE MFG. CO. 


Boston, Mass 


As famous for spectacular stock service as for 
quality in juvenile shoes. 
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‘The- 


Black Thistle 
Blucher Oxford 
Storm Welt 
Two Full Soles 
Leather Heel. 


See these outstanding styles and values in 
men’s and boys’ Goodyear welts, 


SELLING FOR $3 = $3.50 = $4 AT RETAIL 


x 


ON DISPLAY 
Chicago Show June 1-2-3-4 
Hotel Sherman Room 931 
Boston Style Show June 8-9-10-11 
Permanent Salesrooms 119 Lincoln St. 


* 


Dress, sports and Kumfort Arch cor- 
rectives in the Emerson line, made by 
Hazzard, are among the leaders in 


their grade. 
Selling for $4—$5—$6 Retail 


* 


Makers of FULL LINE 
RIDING BOOTS & JODHPURS FOR 
THE ENTIRE FAMILY 
SQUARE TOED COWBOY BOOTS 


For Men and Women 


R. P. HAZZARD 
AUGUSTA, ME. 
BOSTON SALESROOM, (19 LINCOLN ST. 


Co. 
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BIG TIME 
ADVERTISING FOR 


EVANS SLIPPERS 


. . to help you sell 


more than ever before! 


Evans Slippers are the ov/y men’s 
slippers that are nationally adver- 
tised! They are the on/y men’s 
slippers that have been growing in 
popularity for over a century. 
Smartly styled, made of the finest 
leathers, these comfortable slippers 
carry an unmistakable hall-mark of 
distinction. Two hundred styles 
are featured in our line, of which 
seventy-five are in stock at the fac- 
tory. Stock Evans for volume busi- 
ness! Padded Soles from $1.25 up 
Leather Soles from $1.85 up 


L. B. EvANs’ SON Co., 
Wakefield, Mass. 


Evans Slippers will be on 
display at the 


BOSTON SHOE FAIR 
June 8-9-10 


ROOM 407 
HOTEL STATLER 


‘Evans: 
SLIPPERS 
CE Je gut tthe batt te Mlas Lipps 





1936 


TRIPLE- 


TESTED 


SELLING 


FOOT BALANCE COMBINATION 


Shoe 


BARNEY 
CAPEN 
DENHAM 


Shoes 


Long standing reputations for outstanding values and 
craftsmanship guarantee the saleability and profit- 
ability of these companion lines. Retailers in the $7.00 
to $12.00 range cannot afford to overlook the new 
Fall styling and consistent profit record of these 
popular shoes. Old Colony Shoe Company's special 
custom department devoted to strictly hand made 
shoes represents the finest in craftsmanship and qual- 
ity leathers. 


ALL FALL LINES--- 


ON DISPLAY + HOTEL STATLER 
ROOMS 448 & 450 JUNE 8, 9, 10 BOSTON SHOW 


OLD COLONY 


SHOE COMPANY MASS. 
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THE COMPLETE 
CARTON SERVICE 


+ 


For the manufacturer, whole- 
saler and retailer, we create 
and style cartons of artistic 
merit with exclusive Claff- 
bex patented features — and 
we deliver at prices which 
are economical. 


WE CAN HELP YOU WITH 
YOUR CARTON _ PROBLEM 
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HE most important point is the sum total of all the fine points 
in Panco Sta-Tite Heels—they satisfy the wearers. That’s why 
so many manufacturers use them as standard equipment—why 


so many retailers specify them. 
CHELSEA 


PANTHER PANCO COMPAN MASS. 




















BASE wire SCREEN ~< 


Into the firm metal Screen, 
nailheads set securely. Pres- 
sure is extended _ evenly. 
causing permanent bond of 
heel to base- - preventing 
gaping and wrenching loose. 
U. S. Patent No. 1.998.988. 
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In this model by 
Delman, leather cov- 
ered Hub Gore makes 
a perfect fitting blue 
kid and blue patent 
high throat step-in. 


Avon presents _ this 
patent leather model, 
with standard Hub 
Gore concealed _be- 
neath the tongue. 


Reinforced Hub Gore 
is the only fastening 
of this smart gray 
suede and patent 
model by Andreu 
Geller. 


Intriguing suede 
covered Hub 
Gore is a prom- 
inent feature of 
this sleek brown 
suede and brown 
kid step-in by 
Parlante. 
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Te 


OUTSTANDING 
FALL PATTERNS 


featuring 


Hub Gore is the important style factor in 
many of the outstanding Fall footwear 
fashions. The most intriguing new Hub Gore 
is suede covered. |t looks so nearly like suede 
leather you won't believe it is Goring until 
you stretch it! Leather covered Gore is in- 
creasing in popularity. It is found in many 
new treatments. 


For years Hub Gore has been proving its 


dependability. It is recognized by retailers 
as being of superior quality. It pays to 
specify Hub Gore. 


* 


DISTRIBUTORS FOR HUB GORE 


Charles |. Rockmore. Brooklyn, N.Y. 
Wm. Taggart & Co. . St. Louis, Mo. 
F. Geo. Mohr . Cincinnati, Ohio 
W. C. Richardson . St. Louis, Mo. 
C.J.Simes . . Milwaukee, Wis. 


: : 
>> EVERLASTIN, Int. — 


CHELSEA, MASSACHUSETTS 


Perfect matching bur- 
gundy _ suede-covered 
Hub Gore fastens this 
Lo Presti model of 
suede with lizard trim. 
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From the line of ‘ 
EDWIN CLAPP & SON 
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The Recorder’s Measuring Stick 


[CONTINUED FROM PAGE 36] 


“Rastus and Moe were two colored 
soldiers in the war. Rastus was scared 
of bullets and Moe wasn’t, so Rastus 
came over to Moe and said: ‘How come 
you’re not scared of bullets?’ 

“ ‘Well,’ said Moe, ‘bullets go straight 
and if I zig-zag no bullet can hit me.’ 
Half an hour later the boys went into 
action and Moe was wounded, so Rastus 
came over to him and said: ‘How about 
your theory?’ 

“He said, ‘My theory is all right, but 
I zigged when I should have zagged, 
and I zagged when I should have 
zigged.’ 

“Now I am in the position that my 
prognostications may zig instead of 
zagging and zag instead of zigging.” 

The zig-zag of prices of shoes and 
other commodities at this time is large- 
ly due to the “demand” factor. It is 
easier to make goods than it is to sell 
them, particularly to a public whose 
purse has not kept pace with its hunger 
for goods. The public is willing to buy 
but finds itself in the position of not be- 
ing able to buy all that it wants; and 
shoes are but one of the many things 
needed by the public at this time. 

So we show in the men’s cost sheet 
a number of slight changes in prices 
which do not necessarily mean a drop 
in prices. Our Measuring Stick of 
Values, to be of any purpose, must be 





truthful and we give the exact situa- 
tion today as we gather it from authen- 
tic sources. Yet, at the same time, we 
express the feeling that the general 
movement of prices is still upward and 
before the season is over we will have 
indications thereof. 

Considering the Measuring Stick of 
Values on women’s shoes, there are a 
number of reasons why women’s shoes 
have not taken the jump in prices at the 
factory and at retail that has been taken 
by men’s shoes. Weight and footage of 
leather in men’s shoes are definitely tied 
up with increased material costs, in- 
creased tanning costs and increased fac- 
tory costs. Women’s shoes, on the other 
hand, have a variability in grades and 
selections infinitely diversified. Even 
materials can be changed and the femi- 
nine public will still buy. The basic 
market price levels do not have their 
effect when so many things can be done 
in women’s shoes in the way of substi- 
tution, change and even limitation of 
the amount of material to be used in an 
upper by the use of an open pattern. 

So we present the women’s chart with 
no change from the December 1, 1935, 
figures. As one of our authorities says: 
“So little actual difference in the cost 
of women’s shoes has occurred since last 
December, we are not in a position to 
give new and different figures when 
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| we are operating on the same levels.” 


Thus, perhaps, we are in a very favor- 
able position for the buyer to get what 
he wants for early delivery—still point- 
ing the caution that the trend is upward 
and eventually price levels will rise 
again. 

Colonel Harold S. Wonson, president 
of the New England Shoe and Leather 
Association, states that: 

“The present somewhat uncertain 
sole leather price situation seems due 
almost wholly to the delay of shoe manu- 
facturers in covering their sole leather 
requirements for their Fall shoes. Ordi- 
narily, buying in fair volume has started 
earlier and as there is every reason to 
believe that sales of Fall shoes will be 
equal to or above normal, the present 
damming up of Fall shoe sole leather 
needs may ultimately result in a flood 
of buying orders with a much more pro- 
nounced effect on prices than might have 


| resulted had the buying started earlier 


and proceeded in a more normal way. 
There are no large surpluses of sole 
leather or cut stock and any material 
increase in sales will, in all probability, 
be accompanied by price increases, the 
extent of which is difficult to predict.” 


Selby Elects Officers 


PORTSMOUTH, OHIO—Stockholders of 
the Selby Shoe Co., reelected Roger A. 
Selby president and released a financial 
statement showing earnings of $583,- 
772 for the year ending March 31. Other 
officers reelected were: N. B. Griffin, 
vice-president and general manager; 
H. C. Selby, W. B. Altman and C. J. 
Hauck, vice-presidents; L. M. Doty, sec- 
retary; A. H. Tepas, assistant secre- 
tary, and H. M. Baker, treasurer. In 
addition to the officers, members of the 
board of directors reelected at the meet- 
ing included H. T. Banan and R. C. 
Kramer of New York City and W. R. 
Daley and H. K. Ferguson of Cleveland. 

Increase of 1.4 per cent in dollar sales 
and 6.5 per cent in net profits in 1935 
compared with 1934; acquisition of new 
facilities; negotiation of contracts for 
a large volume of overseas business; 
reduction in unit costs of product de- 
spite an increase in hourly wage rates of 
employees, and achievement of operat- 
ing economies by scientific refinements 
in manufacturing, are among the an- 
nouncements made by Roger Selby, 
president of the Selby Shoe Company, 
in the preliminary annual report of that 
concern, mailed to stockholders May 21. 

Net profits of Selby Shoe Company, 
after all charges and reserves, were 
$583,772 for the year ending March 31, 
1936, equal to $2.43 a share on outstand- 
ing capital stock. This compares with 
net of $546,896 of $2 a share for 1934. 
Retirement in 1935 of $847,000 principal 
amount of preferred stock is reflected in 
the improved earnings. Dividends paid 
in 1935 amounted to $480,000. 

Mr. Selby stated that during the year 
a contract was made with John Marlow 
& Sons, Ltd., of Northampton, England, 
for the manufacture of certain trade 
marked lines. 
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KISTLER 
“BENCH BRAND” 


LEATHER SOLES 
MAKE ANY 
SHOE 
A BETTER 


Fertile markets are waiting to be served with 
shoes bottomed with Kistler “BENCH BRAND” 
sole leather. Where you are is the place to 
start capitalizing this leather. The fact that it 
is possible to use this outstanding brand of sole 
leather and keep retail prices within the popu- 
lar range, is partly responsible for the demand 
by dealers for men’s dress, street, sport and 
heavy-duty shoes bottomed with it. 


There are other reasons, even more important. 
First, turnover and desired mark-up can be 
expected repeatedly when a line of shoes with 
Kistler “BENCH BRAND” outsoles is started 
moving. Second, nothing for shoes costing so 
little assures more in good advertising and 
good will. Third, our method of tanning unites 
every fibre of leather substance into a firm and 
supple foundation, so wearers get full value 
in service for every iron of thickness. 


THIS CHART REPRE- 
SENTS A SIDE OF 
LEATHER THE PART 
USED FOR KISTLER 
BENCH BRAND 
SOLES 1S ABOUT 134 
OF THE WHOLE SIDE 








FOUNDED - 1840 


WT TT TT Tt Boston - Mass: | {HI} 
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leather deliveries in October, 1935, 
with the exception of three months in 
1922, were the highest in the history 
of the industry. In the same month 
side leather tanners moved over two 
million sides, a point never before 
reached in the history of the side 
leather industry and a far cry from 
the 815,000 sides which marked the 
low point of business in 1932. While 
calf and kid deliveries were not as 
phenomenal as this, they were never- 
theless unusually high. However, in 
view of the huge shoe output during 
1935, the actual volume of leather de- 
livered in excess of leather consumed 
was apparently less than in either of 
the two preceding major buying move- 
ments. 

What is the particular significance 
of these buying movements in the light 
of our position today? We know defi- 
nitely how these waves in buying are 
created. They originate in a rise or 
expected rise in hide and skin prices, 
which induces manufacturers to spec- 
ulate in leather. They continue as long 
as there is any promise that the mar- 
ket will continue rising, or until buy- 
ers have covered future needs for as 
far ahead as they have capital or 
courage to go. A _ bull market in 
leather then comes to an end. Con- 
versely, when prices are declining buy- 
ers wisely pursue a_ hand-to-mouth 
purchasing policy — avoiding excess 
commitments of leather. This is some- 
thing with which you are all familiar 
and there is no use in my reiterating 
it here. Such a buying policy is more 
or less usual in all speculative com- 
modities. Tanners pursue it only too 
frequently in purchasing hides. 


Effect of Speculation 


We know that speculative buying in- 
creases price fluctuations and we know 
that when the normal demand is 
padded with “future” selling, tanners 
usually increase their bidding for raw 
stock to fill this inflated demand. As 
a result, prices continue to rise as 
long as the bull market in raw stock 
continues. The moment buyers are cov- 
ered, however, the market—like all 
bull markets—comes to an end, and 
with it there passes the abnormal de- 
mand for raw stock. Obviously a re- 
cession in prices is then inevitable. 
With receding prices buyers restrict 
purchases and consume from stock 
wherever possible until the price level 
hits what in general opinion is the 
bottom. ; 

Inasmuch, however, as we are en- 
gaged in a by-product industry where 
changes in demand have little effect 
upon supplies, we must expect sharp 
swings and dips in hide and skin prices. 
Speculative movements in leather buy- 
ing, therefore, must also be expected. 





Buying Movements in the Leather Industry 


[CONTINUED FROM PAGE 37] 





Obviously, with conditions favoring 
speculation, it is of no more use to 
condemn bull markets in leather than 
bull markets in securities. Speculation 
is inherent in our American fiber and 
cannot be argued out. In spite of the 
general propaganda regarding the dan- 
gers of stock market speculation, I 
am told that odd lot data show that 
that little speculator has been back in 
the stock market during the first quar- 
ter of 1936. 


Prices and Consumption 


It seems to me that these price 
cycles in leather speculation have ex- 
treme significance to our industry par- 
ticularly because of their implications 
on our present sales policy. A study 
of these buying waves should offer final 
proof that the leather industry sales 
are not synonymous with consumption. 
Ultimately demand for leather must be 
based upon the production of shoes and 
leather goods. Shifting inventories 
from tanners’ hands to manufacturers’ 
hands during a period of rising prices 
does not, in the long run, increase 
volume. It simply proportions volume 
differently. Periods of excess leather 
deliveries must normally be followed 
by periods of absorption in which sur- 
plus stocks in manufacturers’ hands 
have to be consumed. Moreover, when 
these buying movements end, we find 
ourselves with low inventories, higher 
prices, and_ stifled current demand. 
Tanners of previous generations prob- 
ably had something like this in mind 
when they said ‘“‘a good year is always 
followed by a bad year.” We are fa- 
miliar with these facts, but do our 
actions, as indicated by the operating 
figures for the first quarter, reflect this 
knowledge? I leave that for you to 
judge. 

It is apparent that we cannot in- 
crease the consumption of shoes and 
leather goods simply by selling leather. 
Moreover, these buying waves appear 
to be based on factors inherent to our 
business and therefore permanently 
with us. It would seem sound policy, 
therefore, to avoid in periods of dull 
business following buying moves, at- 
tempts to revive demand for leather 
by bargain basement price inducements. 
What may be a good policy for auto- 
mobile manufacturers may well be poor 
policy for tanners. If sales do not 
start consumption, can cutting prices 
below replacement levels start con- 
sumption? Obviously not, since more 
shoes will not be made because the 
price of leather is advanced 2c or low- 
ered 2c a foot. Please bear in mind 
that I am referring here to price move- 
ments in themselves and their effects 
only upon buying movements. Obvi- 
ously leather can more effectively meet 
substitutes at low price levels. 
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Applying the results of our analysis 
of buyers’ habits during price cycles 
to conditions today, what do we find? 
Our customers have only _ recently 
filled their shelves and are now in 
process of assimilating this leather. It 
would seem folly therefore to attempt 
to renew demand by cutting prices. In 
the long run it will not mean any great- 
er volume of sales. Instead of stimu- 
lating demand it will scare off demand. 
That is the hair of the dog that bit 
you. If we are to go by the past, de- 
mand will be restricted on a weak or 
falling market. Not until prices firm 
or buyers’ stocks are worked down will 
demand increase. Tanners who have 
the courage to sell ahead in a rising 
market should have the courage to 
wait for orders until that leather is 
consumed. 

On the other hand, the implication 
of these tendencies on our sales policy 
during a rising market is that we 
should not book business at old levels 
and destroy our own inventory profit. 
We should insist during such periods 
on a price for our leather equal to re- 
placement plus a profit. It would not 
be surprising to find that had we se- 
cured a price equal to replacement plus 
a profit in the buying wave of 1935, 
we should have sold more leather than 
we actually did. A buying movement 
in leather is not stopped by rising 
prices—it is rising prices and the 
threat of rising prices which bring 
such a buying movement about. In- 
creasing prices to replacement plus a 
profit might well accentuate such a 
movement rather than retard it. 


Effect on Sales Policies 


Should we not therefore be guided 
by these conclusions in our sales pol- 
icy? Is it wise at the present time to 
attempt to create demand by lowering 
prices? As I brought out before, we 
are fortunate that the 1935 buying 
movement did not result in as great an 
excess of deliveries over consumption 
as in 1926 or 1933. It would seem 
therefore that we might logically ex- 
pect when bulk shoe buying gets under 
way in June to have a resumption of 
more normal leather buying. Shoe 
sales for the first four months are 
anywhere from 5 to 10 per cent ahead 
of a year ago and I have already 
pointed out that shoe production is 
also in excess of last year. 

Before many months have passed, 
however, it is probable that we shall 
see 1936 totals falling below the 1935 
level. This should not scare anybody. 
In 1935 more shoes were produced than 
were bought by several million pairs. 
Production this year is expected to fall 
off, but should still reach 364 million 
pairs or greater than in any year on 
record with the exception of 1935. That 
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means a whale of a lot of leather will | 


be consumed. Whatever you do, how- 


ever, the orders are certain to come in. | 


We are at present in an excellent 
condition to await with confidence an 
increased demand for leather. Heavy 


leather finished stocks are not far from | 


the all-time low of 1926 and are 26 


per cent below the average for the last | 
In calf leather we have | 


eight years. 
learned to do within a million skins of 


our peak volume with over 36 per cent | 


less material in our visible stocks. In 
shoe side upper we are doing about 50 
per cent more business without a com- 
mensurate increase in finished stocks. 
I think you will agree that we can 
well afford to await developments with 
patience and some degree of com- 
posure. 


U. S. M. C. Annual Report 


Boston, Mass.—The United Shoe | 
Machinery Corporation of New Jersey | 


and the United Shoe Machinery Cor- 
poration of.Maine report for the year 
ended on Feb. 29 a net income of $10,- 
267,642, after Federal taxes and other 
charges. Allowing for dividend require- 
ments on the 6 per cent preferred stock, 
the income is equivalent to $4.28 each 
on 2,290,938 shares of $25-par common, 
excluding 38,651 shares held in the trea- 
sury. In the preceding fiscal year the 
net income was $8,825,514, or $3.65 each 
on 2,292,064 shares of common, exclud- 
ing 37,525 treasury shares. 


In addition to the $10,267,642 income | 


for the year, the corporation received 
$2,445,160 in dividends from accumu- 
lated surpluses of certain associated 
companies and $263,618 net gains from 
liquidation of certain associated compa- 
nies, both of which sums were credited 
directly to the surplus account. This 
compares with additional dividends of 
$2,700,000 received in the preceding 
year and similarly credited to surplus. 

The balance sheet as of Feb. 29, 1936, 
shows current assets of $34,635,163 and 
current liabilities of $6,095,757, com- 
pared with $30,455,472 and $4,691,247, 
respectively, at the close of the year be- 
fore. 


Golf Tournament 
Big Shoe Fair Feature 


Boston—Once a year the shoe and 
leather trade of Boston welcome and 
entertain shoe buyers from all sections 
of the United States who come to this 
city every Summer to place orders for 
their Fall and Winter shoes which keep 
scores of New England leather and shoe 
factories and thousands of workers 
busy for many weeks. 

This great buying event, conducted 
under the management of the New En- 
gland Shoe & Leather Association, will 
be held the week beginning June 8, at 
the Hotel Statler and the Copley-Plaza 
Hotel, where there will be hundreds of 
exhibits of shoes by manufacturers 
from all sections of the country. 

One of the delightful acts of hos- 


BARBOUR DRESSWELT 
ADDS STYLE APPEAL 
BARBOUR WELTING COMPANY, BROCKTON, MASS. 





pitality extended the buyers during the 
week of the shoe fair will be the annual 
shoe and leather trade golf tournament, 
at which all visiting buyers will be 
guests of the Boston Boot and Shoe 
Club, under whose auspices the tourna- 
ment will be held. 

For years past this event has been 
outstanding and always keenly antici- 
pated by host and guest alike. And as 
in the past, the array of prizes for the 
buyers will again make a record for 
the number and value of those that will 
be put up for the visiting buyers to 
shoot for. 

The tournament this year, as last 
year, will be held on Monday, June 8, 
at the Wollaston Golf Club. Frank C. 
Donovan, a well-known Boston leather 
merchant, and a popular member of 
the Wollaston Club, is chairman of the 
trade’s golf committee, assisted by a 
committee of prominent shoe and leath- 
er manufacturers representing all parts 
of New England. 

Members of the trade, who are not 
buyers of shoes, are welcome to enter 
the tournament on payment of the usual 
greens fee. A gala occasion is looked 
for. 


Store Hour Ordinance 
Unconstitutional 


BUFFALO, N. Y.—The city ordinance 
sponsored by the Buffalo Retail Shoe 
Dealers’ Association to regulate the 


hours during which footwear can be 
sold within the city has been declared 
unconstitutional by Justice Parton 
Swift in Supreme Court of Erie County. 
The ruling came within a few days 
after the appellate division of the 
Supreme Court came to a similar deci- 
sion on the constitutionality of an ordi- 
nance regulating the hours of open-air 
fruit and vegetable markets. 

Under the provisions of the ordi- 
nance, all shoe retailers were required 
to close at 7 p. m. daily except Satur- 
days, evenings before holidays and for 
periods of two weeks immediately pre- 
ceding Easter and Christmas. The 
ordinance carried a provision for a $50 
fine for each and every sale in violation 
of the act after conviction. 

For more than two years the Buffalo 
Retail Shoe Dealers’ Association has 
been attempting to get such an ordi- 
nance as a public health measure. It 
also was aimed at home footwear stores 
where a major part of the business is 
done in the evening. Opposition to the 
ordinance came from Sears, Roebuck & 
Co., Sattler’s, Inc., Dave Abrams, Inc., 
and a small group of shoe retailers who 
claimed the city was without authority 
to regulate the hours of mercantile 
establishments. Department _ stores 
claimed the ordinance was discrimina- 
tory because it allows the sale of other 
merchandise in the evening but forbids 
the operation of shoe departments which 
would have to be closed even though 
other departments were open. 
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Onc@a. 


TRACE MARK 


WELT 
INNERSOLES 


for 


Men’s, Women’s and 
Children’s Shoes 


Specify OncO Innersoles on your shoe 
orders and be assured not only of 
maximum flexibility, but longer wear 
and greater shoe comforts. 





Remember—OncO Innersoles will not 
harden, curl, shrink or crack. And the 
uniform lip insures stitching that 
leaves perfect lines after channeling. 


The uniformity in strength, quality 
and texture is due to Solka, which is 


the base for OncO. 


All of the above OncO characteristics 
offer your clerks greater sales oppor- 
tunities — Result: More initial sales 
and increased repeat business. 


WOVEN 


wavette 
MADE from SOLKA 


A strong, pliable material of unusual appeal 
offering the shoe trade unlimited possibili- 
ties. Obtainable in varied color combina- 
tions. 


SANDAL STRIPPING 


MADE from SOLKA 


This is new, novel and different. Sandals 
made from this stripping are meeting with 
tremendous consumer acceptance. 


Solka is highly purified cellulose 
2 which is being used in 36 diversified 


SorKA \ industries to impart extra quality. 
Brow 
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The Editor’s Outlook 


[CONTINUED FROM PAGE 38] 


money. The pity of it is that generally, as a trade, 
we cannot over here show adequate profits for such 
service. 

We believe it is inevitable for you to walk down the 
path of “sizes and widths” and “speed in fashion.” 
We gladly contribute our experience. We are in no 
position to boast about its superiorities in the light of 
money-making but the system does give sparkle to our 
competition one with another. It does sell more pairs; 
it does give pep to our promotions and presentations 
to the public; and it does fill life with infinite details; 


_but it is worth it. 


Men’s Shop Remodeled 


GLENDALE, Catir.—Wilson’s Men’s Shop has just 
finished doing a complete enlarging and remodeling 
job, so that now this firm rightfully boasts of having 
one of the smartest men’s stores in this part of the 
country. A separate shoe department and “Varsity” 
shop are among the several features. In speaking 
about the need for a room for shoes, F. M. Lipstreu 
said: “We have found we can sell clothing and fur- 
nishings amid a certain amount of store confusion, in 
fact, it sometimes aids the selling, while, when it comes 
to shoes, a separate department where a man can be 
served in a somewhat private manner is quite es- 
sential.” 

One of the features of the men’s shoe selling section 
is a slanting mirror which reflects the feet of the cus- 
tomer as he sits to be fitted. This has proven to be a 
great help in obtaining quick decisions. In a small 
store which has only one regular shoe man, yet has 
five other men who may “double in shoes,” it has been 
found best to hash .all the stock into three color sec- 
tions, viz., white, brown and black. All shoes in all 


- prices, whether crepe soles at $5.00 or leather soles at 


$12.50, are sized together. A salesman looks for the 
size first if he is not any too familiar with the stock. 


“Other States” Making More Shoes 


It appears that “other states” are doing well in 
shoemaking. The U. S. Department of Commerce 
credits “other states” with making 11,700,000 pairs of 
shoes the first quarter of 1936, an increase of 1,600,000 
pairs over the first quarter of 1935. 

“Other states” are those other than the nine chief 
shoe states as listed by the U. S. Department of 
Commerce. These “other states” range from Vermont 
to California, and include Connecticut, Georgia, 
Omaha, Tennessee, Texas, Washington and other states. 

The motor car is a factor in this spreading out of 
the shoemaking industry. The truck, and passenger 
cars, move leather, supplies and labor over larger 
areas, and with more economy of time and money 
than was possible in horse and buggy days. 
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Fairy forms 
. Shoae 


PROTECTED BY AMERICA! AND FOREIGN PATENTS 


ARE AS NECESSARY TO SHOES 
AS THE LASTS OVER WHICH THEY ARE MADE 


When lasts are removed from shoes, and the shoes are packed 
in cartons and shipped to stores, they tend to become wrinkled 
and gappy, thus detracting from their original shape, and good 
looks. 


The only way to keep shoes looking their best is to tree them 
on proper forms—forms which are made exactly like the last. 
Fairy Forms are the correct forms to use in every case— 
whether shoes are being displayed in manufacturers’ show 
rooms or in retail store windows and counters, for they are 
made to fit each shoe exactly as the last over which it was built 
and the net result is always an attractive and attention catching 
display—a display which will sell shoes. 


SHOE FORM CO., Inc. 
AUBURN, N. Y. 


Manufacturing Branches 


United Last Co., Ltd., Montreal, Canada 


Northampton Frankfort 
England Paris Germany 


Melbourne, Australia France Mexico City, Mexico 
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July Can Be Made a Busy Month 


[CONTINUED FROM PAGE 31] 


supplying shoes to meet a logical de- 
mand. 

QUESTION: What are the four 
groups? 

ANSWER: Shoes for active sports; 
for business or town wear; for sum- 
mery afternoons and for “The End of 
the Day.” These are listed in the order 
of their importance. All the prospec- 
tive patrons of these four groups are 
definitely interested in new merchan- 
dise. 

QUESTION: Why is active sport the 
most important? 

ANSWER: Outdoor activities during 
the summertime include a tremendous 
range of shoes because they take in 
everything from riding to the casual 
sports types, with many interesting 
stops at golf, tennis, deck wear and the 
like. July can be made most profitable 
through appealing to the out-of-door 
fashion patron. 

QUESTION: What are the publicity 
plans for capturing the attention cof 
sports-minded’ customers? 

ANSWER: Store-wide promotion 
that will really go after the outdoor 
trade. This will take in windows, news- 
paper advertising, direct mail and in- 
terior displays all over the store. Sug- 
gestive selling will be the most potent 
of all. 


‘This is a perfectly natural promo- 
tion, as it will come at the time when 
everyone will be thinking of shoes and 
clothing of this character. The timeli- 
ness is correct. The store which does 
the best promotional job and backs it 
up with the best and most complete 
selection of merchandise will get the 
best results. 


QUESTION: Just how complete will 
your stock of active sports shoes be in 
July? 

ANSWER: Just as complete as pos- 
sible as to styles, colors, patterns and 
sizes which will cover every phase of 
outdoor sport activities. These shoes 
sell the year round, so no loss occurs 
in handling them. 

Here is where in-stock shoes aid tre- 
mendously in a profitable July opera- 
tion. While we anticipate our needs 
as much as possible, good in-stock ser- 
vice by the supplying manufacturers 
allows us to keep fully sized all through 
this interesting Summer selling period. 
As a result, we sell many more shoes 
and everyone is happy. 


QUESTION: Just who is “every- 
one”? ' 

ANSWER: All those who come in 
contact with us. Factories get more 
orders through our policy of keeping 
staples continuously sized, so are kept 


busy. Salespeople are also kept busy. 
By selling shoes at a profit, money is 
made to pay for the merchandise. Pa- 
trons are pleased to buy the shoes they 
like. So, I repeat, everyone is happy. 

QUESTION: You cannot hope to 
build everything on the sports appeal, 
so what is the next best group who can 
be depended upon to pay full price for 
their shoes during the Summer? 

ANSWER: The business girl and 
those who want something smart for 
town wear. 

QUESTION: Are there enough busi- 
ness girls willing to pay $10.75 and up 
for their Summer shoes to warrant 
your carrying a complete stock through 
July? 

ANSWER: Most assuredly. A real 
volume is done here on shoes of this 
type, especially on those smart, easy- 
fitting shoes that are wearable with 
many costume colors. Business girls 
are again buying good shoes. This 
group of shoes covers a most important 
field, for the number of women who go 
to business and who appreciate the 
right “town” type form a large part 
of the patrons who buy top grades of 
footwear. Many women wear a simple 
shoe to business, then when they go 
direct to an in-town dinner, change to 
a more buoyant and colorful shoe which 
will really lift them out of the daily 
business rut. There are many smart 
types of shoes which will make a hard- 
headed business girl pay full price for 
during July. A pair of new linen, pat- 
ent leather or doeskin sandals is sure 
to intrigue her in the possibilities of 
freshening up her costume for after- 
office hours. 

QUESTION: What about the third 
group—shoes for summery afternoons? 
It would seem that most women would 
try to “get by” by either wearing what 
they have or through picking up some 
of the sales shoes. Can money be made 
in July on afternoon types? 

ANSWER: Most assuredly so. Near- 
ly everyone wants a new pair of open- 
toe, open-heel sandals for smart sum- 
mery afternoon wear. People are mov- 
ing around in the Summer and when 
they are “on the go” they always want 
something new and fresh looking. When 
the vacation shoe wardrobe is planned, 
smart afternoon shoes as a new Du- 
bonnet patent sandal for the Dubonnet 
print or a pink linen or a doeskin san- 
dal for the crisp organza gown, always 
has an eye appeal which will more than 
discount the price appeal. 


QUESTION: Is the selling of eve- 
ning shoes in July just on occasional 
replacement basis? 

ANSWER: Not by any means. New 
versions of evening shoes brought out 
in the Summer make those shoes now in 
the patron’s closet seem obsolete. Work- 
ing out new thoughts for Summer eve- 
ning wear shoes makes a nice little 
business in itself. While it is not ex- 
tremely important, it helps to keep shoe 
selling interesting. Back of it all is the 
old, old copybook rule of “Plan your 
work and work your plan.” 
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Shoe Veuws 


THIS WEEK IN THE SHOE TRADE 


SATURDAY, MAY 30, 1936 


NATIONAL NEWS 





Taxation To Be Convention Topic 





One of Several Timely Subjects Up for Discussion When Californians 
Gather at San Francisco June 15-17 


SAN FRANCISCO, CALIF.—Plans for 
the coming convention of the California 
Retail Shoe Retailers Association, which 
will be held at the Hotel St. Francis, 
this city, June 15, 16 and 17, have been 
perfected by the general committee and 
all indications point to an interesting 
and well attended convention. 

A sincere endeavor has been made to 
make this a real business convention 
with all the unnecessary frills elimi- 
nated. Long talks and discussions about 
such subjects as window trims, mark- 
downs and turnover have been entirely 
passed up in favor of topics of more 
immediate and timely interest, which 
will be high-lighted at the noon lunch- 
eons. 

The convention opens Monday noon 
with a 12.15 luncheon, with several 
prominent speakers in attendance. Tax- 
ation will be the main subject of dis- 
cussion at the opening session. This 
meeting will adjourn by 3 o’clock at the 
latest. Tuesday the same general pro- 
cedure will be followed, with a banquet 
in the evening. This arrangement per- 
mits the inspection of samples from 
early morning to late at night, save for 
the luncheon period. 

According to the latest report from 
the manager of the show, William J. 
Ahern of the Coast Shoe Reporter, 125 
reservations have already been made, 
with approximately over 150 lines 
pledged for a showing. Retailers from 
every section of the state have signfied 
their intention of being present. 


Florsheim Shoe Votes 
Two "Extras" 


CHICAGO, ILL.—Directors of the Flor- 
sheim Shoe Company voted extra divi- 
dends of 25 cents on class A and 12% 
cents on class B common stocks, along 
with regular quarterly payments of the 
same amounts. 

Irving S. Florsheim, president, dis- 
closed that net earnings for the six 
months ended April 30, the first half of 
the company’s fiscal year, were larger 
than in the same period of the preced- 
ing year, when $306,724 was reported. 

Production during the period reached 
the highest level since 1930 and employ- 
ment has been expanded to within 5 per 


cent of peak levels, with over 2000 
workers on the payroll. 


Accessory Associates Hold 
Autumn Color Form 


NEw YoRK—A meeting to discuss 
color coordination in the accessory field 
was held at the Waldorf-Astoria, Fri- 
day afternoon, May 22. This forum was 
organized by Miss Ruth Kerr of the 
Calf Tanners Association and Miss 
Doris Burrell of Luggage & Leather 
Goods as an aid particularly to hand 
bag manufacturers. Presiding at the 
session was Everit B. Terhune, presi- 
dent of BooT AND SHOE RECORDER, who 
made the point that accessories are now 
‘“inter-dependent,” relying upon each 
other for their success. 

The second speaker was A. Mitten- 
thal, of the National Hand Bag Author- 
ity, who spoke on trends of hand bags 


and stated that color is the major fac- 
tor in merchandising today. Other 
speakers were, J. W. Storey, main floor 
merchandise manager, Lord & Taylor, 
speaking on the need for accessory co- 
ordination; Miss Rhea Nichols, Allied 
Kid Company, on the Fall trend in 
shoes; Miss Isabel Ireland, Irel and 
Brothers, on Fall color trends in Amer- 
ican gloves; Mrs. June Hamilton 
Rhodes, on imported gloves; Miss Eliza- 
beth Ambrose, Harper’s Bazaar, on 
color trends in hand bags; Louis 
Coblentz, Coblentz, Inc., Fall trends in 
hand bags; George Mealley of the Ohio 
Leather Co., on hand bag leathers. 


H. S. McIntyre Convalescing 


MINNEAPOLIS—H. S. McIntyre, sec- 
retary of the Northwestern Shoe Re- 
tailers Regional Association, is con- 
valescing at his home following a severe 
heart attack on May 4. He expects to 
be back in active work again shortly 
after June 1. Mr. McIntyre was stricken 
on the evening of May 4, while enter- 
taining Congressman Wright Patman 
at the Minneapolis Athletic Club on the 
occasion of his recent visit to the city. 





All Fixed Up for a Walk? 


Wherever he goes this Summer, former Governor Al Smith will find the walking easy, thanks 

to Borough President James J. Lyons of the Bronx, prominent leather man, who presented the 

former Governor with a complete outfit of hot weather shoes. Photo shows Mr. Smith, well 

equipped with new kid footgear for a stroll on the sidewalks of New York. Shoes, left to right: 
Brown kid, black and white kid sport shoe, and a black kid "walking" shoe. 
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 WiILtiamM ISELIN & Co., INe. 


having the longest experience in the shoe trade— 


} doing the largest factoring volume in the shoe business— 


As the country’s oldest factoring firm— 


BOOT AND 


FOUNDED 1808 


357 FOURTH AVENUE, NEW YORK 


FACTORS 
« 


We stand as one of the shoe industry's leading financial agents. 


As a means of releasing funds tied up in receivables— 


affording relief from all credit and collection problems— 


Fair Trade Act Passed 


PROVIDENCE, R. I.—Trade-marked or 
branded shoes, rubbers and other items 
of footwear are included in the Fair 
Trade Act, passed by the Rhode Island 
legislature and signed by Gov. Theodore 
Francis Green, legalizing voluntary con- 
tracts establishing minimum resale 
prices and legalizing refusal to sell 
unless such minimum resale prices are 
maintained. 

Commodities covered under the act 
include all subjects of commerce and 
producers include all growers, bakers, 
makers, manufacturers, packers, con- 
verters, processors or publishers. The 
act is to protect trade-mark owners, 
producers, distributors and the general 
public by setting up voluntary contracts 
to control minimum resale prices of 
commodities bearing some distinguish- 
ing trade-mark, brand or name. 

A wholesaler selling to a retailer or 
to another wholesaler must get the 
other wholesaler or retailers to agree 
not to resell such products unless the 
minimum resale price is observed. 

The act exempts closing out the own- 
er’s stock when the owner gives advance 
written notice to the producer of that 
stock of his intention to close out the 
stock, where goods are damaged in 
quality and when notice of such is given 
to the public and where goods are sold 
by court order. 

The act provides legal recourse in 
the event of breach of contract or other 
failure to observe contracts. 


placing sales and finances on a strictly cash basis— 


Our service is a practical solution to the manufacturers’ financial problems. 


e 
INQUIRIES ARE INVITED 


Our Apologies to International 


Error was made in the issue of May 
23, page 48 in the news item as follows: 
“Tonia, Mich.—The International Shoe 
Company’s Schoff’s Shoe Store opened 
here for business May 2, etc.” 

This is not an International store. 
The International Shoe Company does 
not own nor operate any retail stores, 
nor do they finance any retail stores— 
although the impression is often gained 
by reason of the fact that so many 
stores handle their various lines ex- 
clusively,. 

At various times the International 
Shoe Company has advertised “We do 
not own, operate, finance or control any 
retail shoe stores.” 

May we, therefore, properly apolo- 
gize for an error made by our corre- 
spondent and ourselves. 





Athletic Shoe Dealers 
Form New Association 


BuFFALo, N. Y.—Retailers of ath- 
letic footwear have organized a new 
group known as the Buffalo Sporting 
Goods Dealers’ Association for the pur- 
pose of eliminating unfair trade prac- 
tices including the granting of dis- 
counts to schools, clubs and similar 
organizations except where quantity 
purchases are made. The code is some- 
what similar to that of the National 
Sporting Goods Association. 
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Edward Worrell, of A. G. Spalding 
& Bros., was elected president of the 
association. Other officers are Robert 
Schriner, of Strauss-Dilcher Supply 
Co., first vice-president; Patrick Mur- 
phy, manager of Treman King Athletic 
Goods Co., second vice-president; Dick 
Fisher, of Dick Fisher Athletic Goods, 
Inc., secretary, and Al Laux, of Al F. 
Laux Sporting Goods Co., treasurer. 

Heretofore school students and club 
members were able to obtain discount 
orders on various sporting goods com- 
panies for footwear and other merchan- 
dise from coaches and athletic instruc- 
tors. This practice is being eliminated 
and other trade evils which have crept 
into the industry over a period of years 
are being curtailed by the new group. 





New Locke Store Opened 


Houston, TEXAS—The M. W. Locke 
Shoe Store, a unit in an organization 
with stores in the principal cities of 
the United States, Canada and Great 
Britain, opened recently at 515 Kress 
Building. 

The interior of the shop is fitted in 
modern style and employs an attractive 
black and silver color scheme. There 
are individual fitting booths to assure 
the customer of individual treatment 
and privacy. 

H. W. Gilhooly, chairman of the 
board of the Lockwedge Shoe Corpora- 
tion, was in Houston to attend the 
opening. 
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Style All the While 


HartTrorp, CONN.—Dick Richards, 
especially well known on the West 
Coast but now located at Steigers, one 
of the most exclusive stores hereabouts, 
says Hartford women want style, style 
and more style. Price, durability, and 
sometimes even: quality enter less seri 
ously into the discussion. He has found 
out what every industrial survey work- 
er in the town learns almost immediate- 
ly that the city being what it is, an in- 
surance home-office city, the natural 
need would be for style, foremost and 
always, because the great majority of 
workers are young, and ambitious, too, 
socially, mentally and culturally, with 
their tastes reflecting their ambitions. 

This, too, is just another way of say- 
ing he buys in small lots but frequently. 
That permits a wide selection and at the 
same time frequent change of styles. 
He reports, too, that for women, his 
largest sales are in the continental heel, 
and brown and white combination. 

A short while back this same store 
featured six windows of shoes exclusive- 
ly, including children’s, young and older 
women’s lines. 

Hartford, incidentally, has, or at 
least appears to have, more shoe stores 
to the street than most other cities of 
its size. On one of its most exclusive 
and shortest streets there are about 
seven. 


Doggy Shoe Window 


SEATTLE, WASH.—‘“Putting on the 


dog” was the interesting manner of 
exciting maximum attention in Seattle 
shoe circles recently. Ben Lindgren 
reached a new high in something or 
other with a window display devoted ex- 
clusively to “dogs.” 

Cute little puppies, eternally fascinat- 
ing, romped and played about the win- 
dow of his new shoe store, where shoes 
were conspicuously featured by their 
absence, save in the window back- 
ground and placards that showed them 
in effigy, designs and literature. 

Of course, as you may have guessed 
by now, the “dogs” in the window were 
utilized to focus attention on the slang 
word for shoes, or rather feet. The 
American vernacular approached the 
subject of shoes from a distinctly novel 
angle, and put shoe prospects in excel- 
lent humor, as they chuckled over the 
Seattle shoe merchant’s signs, which 
read as follows: : 

“These are thoroughbred dogs (you 
could see the ‘bread’ in any event, in 
crusts, which the dogs were munching 
happily in the window). If Your Dogs 
Bother You, Try (our) Shoes.” 

The two most perfect little puppies, 
sleek little black doggies, were extreme- 
ly playful as they romped merrily 
among the clean wood shavings that 
formed their bedding with the half- 
eaten loaves of bread. They drew by in- 
ference inordinate attention to “dogs” 
tired from shopping in thick throngs of 
shoppers on the streets of the Pacific 
Northwest metropolis. 





From the line of 
SIMPLEX SHOE CO. 


“RETAINS THE SHAPE OF THE SHOE ~ 


BARBOUR WELTING COMPANY, BROCKTON, MASss. 








Shoe Ads Sing of Summer 


[CONTINUED FROM PAGE 44] 


profitable prices. Leftovers are held 
down to a minimum and markdowns are 
diminished. 

Department stores these days are 
promotion minded and their competi- 
tion, if nothing else, would compel shoe 
stores to give serious thought to the 
question of how best to dramatize the 
story of Summer from a shoe angle. 
Chain stores, likewise, present spec- 
tacular Summer shoe promotions, main- 
ly through window displays, but in 
many instances reinforced with news- 
paper ads of striking appearance. So 
individual retailers, if they expect to 
maintain their place in the sun, must 
also display, dramatize and advertise in 
such a way as to make customers con- 
scious of their Summer shoe needs and 
aware of the attractive assortment of 
styles and types of shoes that the store 
has provided. 

There are two big selling arguments 
that shoe stores are using in their ad- 
vertising to promote the sale of Sum- 
mer shoes. One is style, the other com- 
fort. The style argument is obvious. It 
is easy for the clever copy writer to 
describe in thrilling fashion the varied 
activities of the outdoor vacation sea- 
son, all of which call for shoes, special- 
ly designed for the time, the costume 
and the particular sport, recreation or 
activity. Undoubtedly the promotion of 


Summer sport shoes and the manifold 
activities of the Summer season has 
added greatly to the volume and profits 
of the retail shoe business these past 
few years, and helped in a measure to 
restore the seasonal balance lost when 
the former sharp distinction between 
Summer and Winter shoes went into the 
diseard. 

But sport shoes,and Summer outdoor 
footwear do not cover the entire Sum- 
mer shoe market, since the great major- 
ity of people are hardly fortunate 
enough to be able to give more than a 
minor part of their Summer to outdoor 
recreation. The work of the world 
marches on, even in Summertime, so 
there is also the need for Summer shoes. 
for business wear. Here comfort comes 
into the picture, for those who walk the 
busy streets of cities on torrid days 
know what it means to have shoes that 
are cool and comfortable. The appeal of 
ventilated footwear, of perforations and 
materials that help to make shoes more 
comfortable in Summer, all rests upon 
this need. And the shoe store that gives 
earnest attention to the problem of sup- 
plying shoes that really do accomplish 
this objective, then tells the world 
about it, will have gone a long way to- 
ward solving the “Summer slump” 
we’ve heard so much about. 
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Obituaries 


Edward Perlberg 


New YorK—Captain Edward Perl- 
berg, 68, retired retail shoe dealer and 
father of Fredrick M. Perlberg, presi- 
dent of the Shoe Club, Inc., of New York, 
died Tuesday, May 19, at his home in 
Jersey City. 

Captain Perlberg was born in Austria 
and came to this country at the age of 
18. Starting as a sales clerk in a 
shoe store, Captain Perlberg later be- 
came head of the Eagle Shoe Stores and 
the Rambler Shoe Stores. He held the 
presidency of the Rambler chain of 17 
stores for over 25 years. Ten years 
ago he sold out his interests and re- 
tired. 

Captain Perlberg attained his rank 
of captain during the Spanish-American 
War and later saw active service on the 
Mexican border. He was a member of 
the Masons, Shriners and the Elks be- 
sides being president of the Temple 
Beth-El in Jersey City, where he main- 
tained a residence although making 
frequent trips to California. 

Besides his son Frederick M. Perl- 
berg, he is survived by his widow and 
another son. Funeral services were 
held on May 21, at the Riverside Memo- 
rial Chapel and burial was in Mount 
Judah Cemetery in Cypress Hills. 
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Firm Celebrates 36th Anniversary 


1936 


The interior of the Hannifan and Maroney shoe store in Olean, N. Y., now celebrating its 36th 
anniversary, an outstanding example of the progress made in shoe stores since the turn 
of the century. 


OLEAN, N. Y.—Thirty-six years ago, 
W. P. Hannifan and J. A. Maroney 
founded a small shoe store in this city, 
choosing as a motto, “Olean’s Best Shoe 
Store.” In the years that have elapsed 
since 1900, Hannifan and Maroney 
Company, still located at 147 North 
Union Street, has grown into a great 
organization. Through the years the 
establishment has maintained its posi- 
tion as a thoroughly integral part of 
the business life of the section. An en- 
viable reputation has been built and 
maintained among the shoppers of 


Olean and vicinity. Now, thirty-six 
years after its founding, Hannifan & 
Maroney retains its position of leader- 
ship in a worthy community. It is now 
the pleasure of the sons of W. P. Han- 
nifan and J. A. Maroney to uphold this 
position of leadership established so 
many years ago by their fathers. Han- 
nifan & Maroney Company celebrates 
its thirty-sixth anniversary this month. 
Smartly set up, the present store is 
now one of the finest in the Olean dis- 
trict, outstanding for its attractive 
ultra-modern appointments. 





Aegidus Schaefer 


BurraLo, N. Y.—Aegidus Schaefer, 
who for many years had been engaged 
in the retail shoe business in this city, 
died at the age of 84 years after a 
stroke of apoplexy. He is survived by 
a daughter, Sister M. Coletta, 0.S.F., 
and two sons, Aloys H. and William 
F. Schaefer. Burial was in the United 
German & French cemetery in Pine 
Hill. 

Born in Buffalo, Mr. Schaefer en- 
tered the employ of the George Kleber 
shoe store in East Genesee Street at an 
early age. Later he went into the 
shoe business for himself for a time 
and for 28 years he was employed by 
Hens & Kelly Co., in its shoe depart- 
ment. His wife died five years ago. 


Harry C. Driggs 

Rock ISLAND, ILL.—Harry C. Driggs, 
52, who retired last January, after 
386 years in the shoe business, died 
May 17 after an illness of several 
months. He was a former president of 
the Merchants Credit Association. 

After several years of employment in 
the old Boston shoe store he formed a 
partnership with Miss Agnes Sexton 
in 1909 and was co-proprietor of the 
Sexton-Driggs Co., in Davenport, Iowa. 
Two years later the Boston Shoe Co. 


was incorporated and the Rock Island 
store opened. After Miss Sexton’s 
death in 1915, Mr. Driggs became man- 
ager of the company and in 1919 be- 
came president, a post he held at the 
time of his, retirement. 


Alfred Angers 


MILWAUKEE, WIs.—F uneral ser- 
vices for Alfred Angers, 49, who with 
two brothers, operated a shoe factory 
equipment firm in St. Francis for 16 
years, were held May 11 at Beverly, 
Mass., with burial there. Mr. Angers, 
one of six brothers all in the shoe busi- 
ness, died at a local hospital May 7. At 
one time they represented the United 
Shoe Machinery Co. in five countries. 
Surviving brothers include George, of 
Brockton, Mass.; Albert, Montreal, 
Que.; Samuel, Paris, France, and Paul 
and Charles, Milwaukee. In addition, 
three sisters survive. 


Herman J. Kaufman 


CoLuMBus, OH10—Herman J. Kauf- 
man, formerly treasurer of the H. C. 
Godman Shoe Co., Columbus, who re- 
tired eight years ago, died recently in 
Columbus. He was associated with the 
company for 35 years. Mr. Kaufman 
had been ill for several months. 
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PATENT APPLIED FOR 


The "Cameo" has as 
an added selling fea- 
ture a new adjustable 
vamp which assures 
perfect fitand comfort. 


CHICAGO SHOW 
MORRISON HOTEL 
ROOMS 1029-1030 


150 BAY STREET 





The CAMEO! 


A DIRECT 


Fashion's newest Boudoir Slipper. Made 
in a variety of the newest colors and 
materials to match Milady's pajamas. 


ON DISPLAY AT 


BOSTON SHOW 
STATLER HOTEL 
ROOM 511 


PARAMOUNT SLIPPER CO., INC. 


JERSEY CITY, N. J. 
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ALSO SEE 
THE "CAMEO" 
IN NEW FALL COLORS 


AND MATERIALS 
AS PRODUCED BY 


FEDERAL 
LEATHER COMPANY 
BELLEVILLE © - | NEW JERSEY 

















Bumper Sandal Crop 


Boston, Mass.—Output of sandals 
from New England factories is reported 
as the largest ever. Sales already are 
brisk, especially in places where the 
sidewalks have warmed up with sum- 
mer heat. 

Sandals came after basket weave 
shoes. These woven shoes came from 
Czechoslovakia. Imports of them in- 
creased rapidly until the tariff bars 
were raised. That was about ten years 
ago. 

Since then, output and sale of san- 
dals have steadily increased. Evident- 
ly women have accepted them for 
street wear. So some readjustments in 
the shoe trade. 

Sandals average about a foot of 
leather to a pair of uppers. That’s 
half a foot less than is used in ordi- 
nary pumps or ties. And strippings are 
sometimes used in place of leather. 
Box toes and some other parts are left 
out. There’s less labor in the making. 

The bulk of sandals retail under $2 
a pair. Some sell down around $1. The 
better grades sell at $5 to $10 a pair. 

The low price lines wear out fast, as 
compared with the wear of standard 
thoes. And many women get a pair of 
sandals as an extra. 

Shoe output for the women’s trade 
showed a gain of 1,400,000 pairs for the 
first quarter of this year over last. It’s 
likely that sandals account for a con- 
siderable part of the gain. 


C. A. Sneed Made Manager 

Des Motnes, Iowa—C. A. Sneed, for- 
merly of Kansas City, Mo., has been 
made manager of Burt’s shoe store 
here, 515 Walnut Street. He has been 
with the shoe firm the past seven years, 
having managed Chandler’s shoe store 
in Tulsa, Okla., and recently one of 
the three Burt’s stores in Kansas City. 

Harvey Martin, who has managed the 
Burt’s store here since the ‘first of Janu- 
ary, has been transferred to one of the 
Kansas City stores. 





Query for Slippers 

A subscriber is interested in a line of Chinese 
or Japanese straw or fibre slippers for house 
wear. Where can he get them? Address: 
Information, Boot and Shoe Recorder, 239 


West 39th Street, New York City. 


York Shoe Retailers Meet 


York, Pa.—Members of the York 
Shoe Retailers Association at their 
monthly meeting, held as the guest of 
the shoe department of Bear’s Depart- 
ment Store, decided to make a canvass 
of all shoe merchants in the city re- 
gardless of membership or not in the 
association, in an attempt to have all 
merchants refrain from cutting prices 
on white shoes before August 1. The 
idea was inaugurated some ten years 
ago by the local association and each 
year their efforts have been more and 
more successful. 





Reports from members at the meet- 
ing indicated excellent business, and a 
demand for the better types of shoes. 
Many of the shoe men. are finding that 
“shoes for the occasion” are becoming 
the vogue. 

Plans for the annual picnic of the 
organization which will be held in July 
were made at the meeting. The mem- 
bers decided to close their stores at 
noon on the day of the picnic so that 
all their employees can attend. 

In keeping with the plan inaugurated 
some months ago to have speakers at 
their meetings, to talk on subjects not 
directly related to their business, the 
association heard Jack Freedman, lo- 
cal realtor who spoke on “The Improve- 
ment of the Real Estate Conditions in 
York.” 

Following the meeting which was in 
charge of Samuel Bruggeman, presi- 
dent, the members were taken on a tour 
of the store, and were shown all the 
latest innovations in merchandising. 


High Heels Tops 


HOLLYwoop, CALIF.—‘We sure have 
been knocking out the $16.50 sales since 
Easter time,” said Bruce Williams. 
“Most of them are pumps and open toe 
and heel sandals. Hand blocked linens 
are particularly good, with white 
suedes trimmed in either blue or white 
calf coming next. Heels are surely up 
in the air with the 22/8 to 24/8 heights 
selling very freely.” 
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Children's Footwear 
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MRS. DAY’S IDEAL BABY SHOES 
: infants’ Soft Soles.. 0-3 
intermediates 1-5 
Flexible Hard Soles. 2-8 
Send for In-Stock 
Catalog 
MRS. DAY'S IDEAL BABY 


Locust St. Danvers, Mass. 











ee 6 ee et 


Sport Shoe Leathers 
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An Aniline dyed heavy sueded leather 








for men’s and women’s sport shoes. | 


SLATTERY BROS. 


210 SOUTH ST. TANNING CO. 


BOSTON.MASS. SALEM, MASS. 


Harvest in Wheat 


KANSAS CITy, Mo. — Wheat linens 
have gone over with a bang. These 
were shown by I. Miller the first 
two days of May and since then they 
have been the biggest selling item in 
this shop. No other shoe shop here has 
promoted this type of shoe, according 
to J. J. Streicher, manager of I. Miller. 

Sandals have been the most popular 
of the wheat linens but ties, pumps and 
all styles in which this material is used 
have had a splendid response. So good 
has this demand been that customers 
have tried to buy accessories to match. 
A high class ready-to-wear shop nearby 
had requests for hats to match these 
shoes. In some of these cases Mr. 
Streicher has supplied the identical ma- 
terial for the making of the hats. The 
I. Miller shop carries handbags to 
match. 

Another successful promotion by the 
I. Miller shop has been the Centennial 
shades. This has been in effect only 
two days but response has been very 
good. Women of all ages take kindly 
to these high shades. The volume sale 
in both these gay color shoes and the 
wheat linens is $12.75. Mr. Streicher 
says there is very little price resistance 
this season and customers are spend- 
ing more for their shoes. 


BOOT AND SHOE RECORDER, May 30. 


S. E. Lein Named Dickerson 


Educational Director 

CoLuMBuUS, OHIO.—Sidney E. Lein 
has been appointed educational direc- 
tor for the Walker T. Dickerson Com- 
pany to fill the vacancy left by the 
passing of George A. Sutter. 


SIDNEY E. LEIN 


Mr. Lein, whose home is in Mil- 
waukee, has worked in a similar ca- 
pacity for another shoe company. At 
the present time he is traveling through 
the central and mid-western states. 


N. J. Schorn Co. Holds 
Sales Meeting 

Detroit—The N. J. Schorn Company 
held a sales conference Friday and Sat- 
urday, May 22 and 23, at the main fac- 
tory here. In the conference a new 
type of finish that is a radical depar- 
ture in calf leather was disclosed to all 
sales representative:. 

N. J. Schorn, president of the com- 
pany, told Boot and Shoe Recorder: 

“With the trend toward a great deal 
of calf to be used in combinations, the 
call, especially in women’s shoes, has 
been for a bright finish that will pro- 
vide a proper contrast with any other 
materials or finishes that go into the 
upper of a shoe. 

“There has also been a call for a 
material that will be of a type to cre- 
ate a custom-built look on men’s shoes, 
having an undertone that is comparable 
to some of the old cordovan finishes 
that were popular several decades ago.” 

This new leather is said to be practi- 
cally free from scuffing, with an ex- 
tremely tough grain, and one with the 
new finishes that have eye-appeal as 
well. Further, the grain is as elastic 
as the strength-giving flesh fiber. 

The purpose of the meeting was to 
show these new finishes to the sales 
representatives of the company. Eight 
salesmen, covering the entire country, 
attended the Detroit meeting. 

The Schorn plant has stepped up 
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TRADE MARK REGISTERED 
The perfect leather innersole 


Van Tan Innersoles are 
found only in the finest 
shoes in their grade be- 
cause Van Tan is the finest 


innersole leather made. 
e 


VAN TASSEL 


LEATHER COMPANY 
NORWICH, CONN. 


also manufacturers of 


LEATHERPLUS 


completely waterproofed outersoles 








production at present to 2000 skins a 
day, with an ultimate plant capacity of 
4800 hides a day, which is being rapidly 
developed. 


Heavy Season on High Colors 

MIAMI BEACH, FLA.—Milgrim, Inc., 
through its manager, Joe M. Burns, 
reports a heavy season in high colors. 
Grey has been outstanding this season, 
with Dubonnet or burgundy and royal 
blue very much in the picture. These 
he predicts will lead during the Spring 
and Summer. Gabardine and patent 
are a good combination in sandals, 
pumps and ties. 


National Gathering at 
Fashion Guild Show 


(CONTINUED FROM PAGE 46) 
well to establish exclusive franchises in 
their communities with these remaining 
master craftsmen. 

The only official gathering of the week 
was the luncheon in the Waldorf-As- 
toria grand ballroom, Tuesday noon, at 
which President George Miller ex- 
plained the “business-first” principles 
of the Shoe Fashion Guild, and Presi- 
dent L. F. Tuffly of the National Shoe 
Retailers Association complimented the 
Guild on its timeliness. 

Some six hundred buyers, and they 
were authentically retail men, were the 
guests of the twenty-nine manufactur- 
ers at this mid-day social event. 
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BE SMART! 


Have Your 





Income Protected!! 


Accident and Health 


Insurance at Actual 
Cost by This Old 
Reliable Company. 


$25-$50 $5000-$10,000 
WEEKLY Death 
INDEMNITY Indesgnity 


Ask the Man that is a Member 


astern 


Commercial Travelers Accident | 


and Health Associations 


*Initial payment of $2.00 pays 
insurance for approximately five 
months. 


For Application and Particulars Write | 


JOHN S. WHITTEMORE 


Sec’y-Treasurer 
77 FRANKLIN STREET BOSTON 


| 
| 
| 
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thé ti ‘ws groot! 
gu Down the avenue of quality point the four 


leading DU-FLEX products. Perfected for 

those who would “sole” footwear properly. 

a These four outstanding DU-FLEX soles are 
HOTEL built on a quality foundation which re- 
STATLER flects itself in the continued service and 
a lasting satisfaction they give to wearers. 
BOSTON Insist on DU-FLEX SOLES (a name famed 
SHOE FAIR throughout the shoe world) for all types 


of sport, walking and outdoor footwear. 
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AVON SOLE CO. 
AVON, MASS. 
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“HIGHEST GRADE ONLY” 
EAST WEYMOUTH, MASS., U.S.A. 
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Dancing Shoes and Taps 
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BLACK CALF 
PAT. LEATHER 
Women’s 

A-B-C 242-8 Misses’ 
$1.55 A-B-C 1142-2 
$1.45 


28 Goodhue St., Salem, Mass. 











Forest Park Sales Meeting 


St. Lovis—The Forest Park Shoe 
Company of St. Louis held its semi- 
annual sales conference May 13-16, at 


headquarters. The new Fall sample 
lines of Boulevard novelty shoes and 
Varsity Vogue sport welts were studied 
and selling plans developed. The sales- 
men were highly enthused over the 
completness with which these two lines 
cover the style picture for Fall. 

The sales manager, Roy Harston, says 
he expects the largest selling season in 
history on Fall shoes. The salesmen 
attending the conference were: William 
B. Johnson, Harvey Hunter, Howard J. 
Legg, William L. Logan, H. E. Phillips, 
B. E. Sims, Joseph E. Foley, Roland 
E. Lips. 

William B. Johnson continues in his 
capacity as special contact representa- 
tive, working with the large department 
stores. Mr. Johnson has built an unu- 
sual reputation for developing depart- 
ment store business. 


Reports Satisfactory Reception 


DENVER, CoLo.— David Gardner, 
president of the Missouri Shoe Co., St. 
Louis, reports a very satisfactory 
Western trip. He was formerly with 
I. Mathes & Sons and has recently 
organized his own company. 
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On the Road With Shoes 


News of Travelers and Associations 


Interest Shown in 
Tri-State Shoe Mart 


PITTSBURGH.—The Pennsylvania 
Shoe Travelers Association, of which 
Edward B. Craney is president, is spon- 
soring the Tri-State Shoe Mart which 
is to be held in Pittsburgh on July 26- 
27-28. That it will be a unique and suc- 
cessful affair is evidenced from the ac- 
tivities and advance indications, point- 
ing to a large attendance. 


EDWARD B. CRANEY 


The publicity committee of the Tri- 
State Shoe Mart has arranged for a 
special meeting at which speakers of 
national importance will appear and 
vaudeville will be presented. Visitors 
have been invited to attend without 
charge. 

On account of the geographical posi- 
tion of Pennsylvania and the dates on 
which the Shoe Mart is to be held, there 
will be no conflict with other local and 
territorial shows. The merchants of 
this locality are already showing their 
approval of the Mart, as evidenced 
from the fact that local retail associa- 
tions have urged their members to “GO 
TO PITTSBURGH.” 


Green Shoe Mfg. Co. Salesmen 


Discuss Fall Line 


Boston.—A several days’ conference 
of the sales organization of The Green 
Shoe Mfg. Co., for the purpose of lin- 
ing up new Fall samples, was followed 
last week by a lobster dinner at the 
Lenox Hotel. Less serious than the 
preceding sessions, the dinner produced 
both high humor and matter-of-fact 
discussion of the Green company’s 
product and position in the field. 

J. A. Slosberg, president of the com- 


pany, emphasized the policy of seeing 
that Green customers make money 
with the line in order that the future 
of the organization be secure. Modern 
business is essentially a matter of rec- 
iprocity, he stated. If your customer 
prospers through your product, then 
you are bound to prosper. 

Sam Slosberg, sales manager, stated 
that the Green line now covers every 
fine juvenile shoe requirement of the 
up-to-date store. Shirley Temple shoes, 
recently added, provide an exceptional 
prestige and promotional line, Junior 
Arch Preserver and Stride-Rite shoes 
are both corrective type lines, Mo-Deb 
and Geenflex bread and butter shoes. 

Among those attending were J. A. 
Slosberg, Charlie Slosberg, Sam Slos- 
berg, Max Schwartz, covering greater 
New York, Brooklyn and Long Island; 
Bill Tharp, New York City; Tim Mur- 
phy, New York State and Pennsyl- 
vania; Martin Landay, New England; 
T. L. Mattox, Southern States; John 
Connell, credit manager, and several 
guests. Tom Lalonde and his son, Tom, 
Jr., well-known middle-western repre- 
sentatives, were unable to attend. 


U. L. Curtsinaer Shows Fall Line 


New York—U. L. (Curt) Curt- 
singer, recently appointed Eastern rep- 
resentative for The Pedigo Company of 
St. Louis, Mo., conducted a showing of 
his Fall line during the week of May 
18 at the Hotel McAlpin. J. T. Pedigo, 


U. L. CURTSINGER 


president of the company, was in at- 
tendance to greet the buyers with Mr. 
Curtsinger during the entire week. Mr. 
Curtsinger showed shoes for every oc- 
casion with over 300 shoes on display. 

Mr. Curtsinger is very happy in his 
new connection and is highly elated 





BOOT AND SHOE RECORDER, May 30, 


over the wonderful reception accorded 
Pedigo shoes by visiting retailers and 
buyers who inspected his line. 

Mr. Curtsinger believes in the me- 
dium and lower silhouette for Fall over 
the high front patterns. Continuing, 
he says: “The color situation requires a 
lot of study for the Fall season. Natu- 
rally, blacks will lead by a large ma- 
jority in all-over black shoes and it also 
can be considered as a contrasting ac- 
cent with other colors. Dark browns 
will come more and more into the pic- 
ture as the season advances. Greens 
also have their place in the Fall picture 
and Stormcloud greys should not be 
overlooked.” 


Brauer Sales Conference Held 


St. Louis—Following the usual 
round of conferences, the Brauer 
Brothers Shoe Company sales force be- 
gins its drive for Fall business, both on 
Paradise and Free Step shoes. Roy 
Sundling, sales manager, states that 
in addition to a general stepping up 
into higher’style brackets, the Paradise 
line has been lengthened to include a 
greater variety of pattern types. Two 
new lasts and a Chinese heel have been 
added to the line. The Free Step sam- 
ples for Fall center around the smart 
tailored types, with special features. 
Mr. Sundling left last week for an 
extended trip during which time he 
will be working with his men on ter- 
ritory and attending the various sec- 
tional shoe shows. 

The Brauer Brothers sales force is 
as follows: 

Fred V. Banister—California, Idaho, 
Montana, Nevada, Oregon, Utah, 
Washington. 

E. C. Cooper—Iowa, Minnesota, 
North Dakota, South Dakota, Wis- 
consin. 

Frank J. Flood—Connecticut, Dela- 
ware, Maine, Maryland, Massachusetts, 
New Hampshire, New Jersey, New 
York, Pennsylvania, Rhode Island, Ver- 
mont and Washington, D. C. 

O. B. Hardcastle—Alabama, Illinois, 
Southern Indiana, Kentucky, Missis- 
sippi, Tennessee. 

R. E. Hess—Arkansas, Kansas, Mis- 
souri, Nebraska, Oklahoma, Colorado, 
Wyoming. 

Thornton L. Mathews—F lorida, 
Georgia, North and South Carolina, 
Virginia, West Virginia. 

George Sennhauser—Northern Indi- 
ana, Michigan, Ohio and Chicago. 

R. A. Oppenheimer—Arizona, New 
Mexico, Texas, Louisiana. 


Frank Fitzpatrick With 
Harold-Bertsch 


PHILADELPHIA, PA.—Frank L. Fitz- 
patrick has announced that he is now 
representing the Grand Rapids firm of 
The Harold-Bertsch Shoe Company— 
makers of men’s shoes in the better 
grades. The large eastern cities con- 
stitute his territory, with headquar- 
ters at Philadelphia. 

For many years Mr. Fitzpatrick rep- 
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resented the Old Colony Shoe Company 
of Brockton, Mass., and more recently 
the M. A. Packard Company of the 
same city. 


Harry E. Reeder Visits Seattle 


SEATTLE, WASH.—Visiting the shoe 
stores of the Pacific Northwest region, 
Harry E. Reeder, direct representative 
of the Florsheim shoe factory, was wel- 
comed to Seattle recently by the two 
local Florsheim shoe stores, which are 
under the management of William E. 
Cotter. Mr. Reeder divided his time 
between the two Florsheim shoe stores 
at 901 Second Avenue at Marion Street, 
and 307 Pike Street, near Third Avenue. 


New Boston Offices 


Boston.—Al and Sol Levine, sales 
representatives of Owens Shoe Co., 
Salem, Mass., and Suffolk-Gardner 
Shoe Co., of Gardner, Mass,, have re- 
moved their Boston sales office from 
183 Essex Street to larger quarters at 
186 Lincoln Street 


Retires from Shoe Business 


CHATHAM, Mass.—Dean C. Swan, for 
about twelve years with Gale Shoe 
Manufacturing Company, has bought 
the Queen Anne Inn on Cape Cod at 
Chatham, Mass., where he hopes to 
welcome many of his friends in the 
shoe business. He will have associated 


AS SEEN IN Esquinrt. 


Cool and comfortable, the Monte is a 
perfect complement to rough, light- 
weight summer fabrics. Smartly tailored 
of genuine Palm Beach Cloth with trim 
of the new Luggage Calf. You'll find this 
model where smart dressers gather. 


E. E. TAYLOR CORP. 





BROCKTON, MASSACHUSETTS 
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with him his son, Richard, in the ca- 
pacity of manager. Mr. Dean spent 
the winter in St. Petersburg, Florida, 
with his family. 


C. T. Foreman Retires 


INDIANAPOLIS, IND.—Charles T. Fore- 
man, until recently associated with 
John S. Pelling & Co., Lowell, Mass., 
has retired from active service on ac- 
count of poor health. He traveled In- 
diana and central west states for thirty 
years and was well known to all shoe 
merchants. He was an active member 
in the Indiana Shoe Travelers Associa- 
tion, and one of its oldest members. 


New Salesmen Announced 


St. Louis—The Forest Park Shoe 
Company of St. Louis has announced 
that Joseph E. Foley will cover the ter- 
ritory east of Pittsburgh. Roland E. 
Lips will cover Missouri, Kansas, Ne- 
braska, Iowa and Minnesota. 

Mr. Foley will exhibit his line at the 
Boston Shoe Fair, Hotel Statler, Room 
Wws10. 


Kim Barton With Freeman 


BELoIT, Wis.—Kim Barton, well 
known in the shoe industry, is now 
representing Freeman Shoe Corpora- 
tion, men’s shoe manufacturers, in Ala- 
bama and Mississippi. 
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RIDING 
BOOTS 


Tan or Black, 
for Ladies and Men 


Write for new catalogue to the 
English Bootmakers 


MANFIELD & SONS 
1636 Ranstead St., Phila., Pa. 














LARGEST FLOOR STOCK 
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Buys Shoe Store 


SHARON, Pa.—James E. Ingram has 
purchased the stock and fixtures of 
Miss Blanche Davis (Davis Shoe Com- 
pany) and will continue the business at 
the address of the latter, which is 110 
E. State Street. 

The name of the store has been 
changed to Davis Shoe Co. of Sharon. 
Mr. Ingram stated that since the pur- 
chase the store has made a satisfactory 
increase. 
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Al Beigel Sales Manager 
for New Milius Factory 


St. Louis—Al Beigel, formerly a 
member of the sales force of the Wolff- 
Tober Shoe Mfg. Co., has become asso- 
ciated with Milius Shoe Company in the 
capacity of sales manager and stylist 
for their new factory. 


AL BEIGEL 


The Milius factory on Forest Park 
Blvd. is to be devoted to a line of 
Sbicca high style shoes. Equipment is 
being installed and shoes will be in pro- 
duction around June 15. It is planned 
to produce about 1000 pairs per day. 

Until recently, Mr. Beigel lived in 
New York, where he was president of 
the Shoe Club, Inc. He was largely 
instrumental in building that organiza- 
tion up to its present standing and an 
elaborate farewell luncheon was given 
in his honor prior to his departure for 
St. Louis last December. 


Wall-Streeter to Increase 


Production 


NortH ADAMS, Mass.—The produc- 
tion of the Wall-Streeter Shoe Com- 
pany will be increased from 2400 to 
3000 pairs of shoes a day and its work- 
ing force from 350 to approximately 
450 people when the concern has com- 
pleted a series of changes. 

The complete re-equipment of the 
stitching room with new and more effi- 
cient machinery which permits the im- 
mediate installation of a wholly new 
production system and makes room for 
the use of additional equipment in that 
department is the latest change, ac- 
complished by approximately 30 work- 
men who labored without a stop for 
rest and with only brief pauses to eat 
right on the job, for a period of ap- 
proximately 36 consecutive hours over 
the week-end. 

Other changes previously made in 
the process of preparing for increased 
production and increased employment 
included the removal of the finished 
stock and shipping departments to a 
mill a short distance away, the instal- 


lation of a new sample room, unques- 
tionably one of the finest of its kind in 
New England, and the enlargement 
and re-arrangement of the office space. 
Still to come are extensive changes in 
the making room, the lasting room and 
other departments which within the 
next few weeks will be as completely 
re-arranged and re-equipped. 

The net result of all the changes, 
James E. Wall, president and treasurer 
of the concern said, will be to permit 
the plant to accommodate a working 
force increased by approximately 100 
people and to step up its production by 
something like 25 per cent to 3000 
pairs a day, an expansion made possible 
by the strong position the concern has 
established for itself in the men’s shoe 
field. 

The Singer Sewing Machine Com- 
pany, the United Shoe Machinery Com- 
pany, the Keith Company of Haverhill 
and the Boston,Machine Works made 
the changes in accordance with plans 
that were prepared in complete and ex- 
acting detail after a study of several 
weeks. 

The sample room where the entire 
line of Wall-Streeter shoes for all sea- 
sons of the year can be effectively 
shown, is beautifully paneled in oak 
with sound-absorbing floor and ceiling, 
while along one wall is ranged a hand- 
some oak case with sliding plate glass 
doors in which the samples are dis- 
played. The room is air-conditioned 
and is illuminated by indirect fixtures 
of striking modernistic design. Fur- 
niture which matches the finish of the 
room has also been installed. 


New Gimbel Department 
in Milwaukee 


MILWAUKEE, WIs.—Believed to be a 
precedent in shoe department arrange- 
ment for department stores, Gimbel 
Bros. has moved, as part of a $250,000 
store renovation program, its women’s 
shoe department from its second to its 
main floor. 

The new twin department is arranged 
on either side of the north entrance 
from W. Wisconsin Avenue, both being 
46 feet long and 14 feet deep. The 
departments are equipped with five 
lighted shadowbox display cases on 
each side and all stock is concealed. 
Behind the wall partitions, stairways 
lead to a basement stock department 
for use by clerks. 

Shoes being stocked in the new de- 
partment are in popular price range 
from $3.95 to $10.50 and include Rem- 
brandt, American Girl, Queen Quality 
and Florsheim shoes. The department 
is fitted with 29 cream colored chairs 
on either side of the main entrance and 
the number of clerks has been increased 
from 12 to 30, since the new and en- 
larged space has been occupied. 

The store’s Saks Fifth Avenue shoe 
department, featuring shoes in price 
ranges from $11.50 to $22.50, will re- 
main on the second floor. 
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Summertime i in Chicago. oe 


Overlooking Lake Michigan, the great inland ocean — 
away from disturbing street noises — The Stevens offers 
you Chicago's finest hotel location —in the very center 
of things — on famous Michigan Boulevard. 


We're old-fashioned at The Stevens, that is, when it 
comes to cheerful hospitality — but new in spirit. A 
friendly staff of employees interested in your com- 
fort will make you enjoy every minute of your visit. 


You'll be amazed at the many distinctive Stevens 
features at rates as low as two-fifty for one —four 
dollars for two. 


som f 


THE STEVENS 


od BOY CHO) 


WORLD'S LARGEST HOTEL 





THE SHOE BUYING CENTER 
IN NEW YORK 


the crossroads of the trade .. where 
the seasons newest and most significant 
shoe styles are now on display. 


Shop the peng Ay Building for authen- 
tic shoe styles. showrooms of the 
shoe industry's leading manufacturers 
- conveniently assembled under one 
- « Offer you a splendid oppor- 

fealty to look before you buy. 


1326 BROADWAY 34ST 


DS. mineuniananes Mer. NEW nn 


AE RNS ea nin NE Rae a nO ota 








Spring Price Tickets and 
Window Display Cards... 
Now Available 


Write for circular illustrating samples of tickets, 
sales messages on display cards, Polly Clips and 
Polly Shoe Holders. 


Ss 




















“R”: Pale yel- “QO”: White “P”:; White 
low board. De- board; design board. Design 
sign in me- in two shades in turquoise 
dium blue. of green. blue and rose. 


Size: 1'/2” x 234”—Prices on opposite page. 


Available in all the popular denominations and blank 
tickets. 


1 dozen 25¢ 6 dozen $1.10 12 dozen $2.00 


(Check with order, please, unless C.O.D. preferred) 
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Merchants Service Department 








209 South State Street, Chicago, Illinois 








EAGLETEX BALLOON Tors 


ES BOOSTER for you 


Let the kiddies pm the grownups 
with their ‘‘Shoe’’ balloon—a bal- 


leased, these clever toys 
their original modeled shape. Lots 
of fun for the youngsters. 
me Also ° yg 2 of conventional 
Inflates 11” x 6”, assorted colors. bajlooi Rubber Return 
$10.00 per 1,000 with order, bal- Balls, "inflated balls and rubber nov- 
including im- C.0.D. elt 


$13. 50D 000 
with wolsemaker 
or squawker at- 
tached. 
Terms: 
Cash, postage proved credit 
paid, or 25% rating. 


THE 7 Nelas RUBBER CO 





= = = = Convenient 


—to Shoe District— to Theatres 


— toTransit Facilities— to SmartShops 


SINGLE y+ DO ROOMS: 


SINGLE DOUBLE , $50 
with Bath * om?3 with Bath 0 Mm 


CHOICE SAMPLE ROOMS 
COULON-LA FRANCHE MANAGEMENT 
GEORGE A. TURAIN, General Manager 


wore TOUR AINE 
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SALESMEN WANTED 


SALESMAN WANTED 








of line now selling, also references. 





A SMART and highly styled LINE OF MEN’S DRESS SHOES that retails from 
$2.00 to $3.00 open for ENERGETIC SALESMEN who are anxious to advance 
with progressive MASSACHUSETTS manufacturer. 
open. Five per cent commission remitted bi-monthly. Applicants must give name 
Primary consideration given to those who 
can prove their ability, who know the large volume as well as general retailer in 
this grade and who are financially able to travel steadily. Shoe store salesmen 
and “sample lookers’’ please do not apply. 


Address E-783, care BOOT & SHOE RECORDER, 140 Federal Street, Boston, Mass. 


Many desirable territories 











WANTED 


Salesman for Nebraska to carry the 
fastest selling line of ladies’ $2.00 to 
$4.00 retailers on a commission basis. 
GROVES SHOE COMPANY 
311 WEST MONROE STREET 
CHICAGO ILLINOIS 








SALESMEN 


desiring a fast selling sideline, write 
for information on Fairy Ho-Sav—the 
new stocking saver. They sell at 25¢ 
or to consumer. Write for our propo- 
sition. 


SHOE FORM CO., Inc. 
Auburn, New York 











WANTED: Salesmen to carry line Infants’ 

' Prewelts and Men’s Beach Sandals, com- 
mission basis. The Kepner Scott Shoe Co., 
Orwigsburg, Pa. 





SHOE salesman desiring a pocket side line 
from which to establish a good paying in- 
qnme write J. S., 86 Ellicett Street, Buffalo, 


SALESMEN 


to carry complete line of men’s 
spats as side line. References and 
territory covered must accompany 


application. 
Address E-772, Care 
BOOT AND SHOE RECORDER 





209 S. State Street, Chicago 








ANTED salesmen with following for full 

time or side line, commission basis. Very 
desirable line women’s arch shoes. Four and 
five dollar retailers stock and make up; give 
reference and line carrying, information confi- 
dential; states open are Texas, La., Ala., Ga., 
Fla., Tenn., Ky., N. & S. Carolina, Va. and Md. 
Fashion Bilt Shoe Mfg. Co., Pontiac, II. 





RADE-MARKED line children’s shoes with 

established business wants salesmen for Ili- 
nois and Wisconsin. Stock in Chicago. Will 
make excellent side line. Address E-791, care 
Boot & Shoe Recorder, 209 S. State St., Chi- 
cago, Ill. 





SALESMAN for Chicago and suburbs for es- 
tablished, well-known, trade-marked_ children’s 
shoes stocked in Chicago. Address E-790, care 
Boot ‘ Shoe Recorder, 209 S. State St., Chi- 
cago, IIl 








LINE WANTED 


LINE WANTED 


INES Wanted For California—Representative, 
who has covered California for over 
years, desires smart line of women’s Novelty 
shoes to cost $1.75 to $2.10 and good line of 
men’s shoes from $1.85 to $2.65. Has over 
100 well established accounts, has represented 
leading shoe firms, can furnish the best ot 
references and is able to finance himself. At 
present is representing one of oldest factories 
in the country a growing girls’ shoes. 
Address E-778, care Boot & Shoe Recorder, 

239 West 39th Street, New York, N. Y. 








ANTED—MANUFACTURER’S LINE of 
arch shoes in stock retail for and five 
dollars; have established trade greater New 
York. Address E-792, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. - 





W ANTED BY JUNE 15—In-stock line of 

men’s and boys’ well-made work and dress 
shoes for Western Pennsylvania or larger ter- 
ritory. Address E-789, care Boot & Shoe Re- 
er 56th and Chestnut Streets, Philadelphia, 
‘a. 





FOR SALE 


FOR SALE: Shoe stock and repair shop, com- 
plete with fixtures and electric machinery. 
All fresh merchandise, ideal location, new store, 
in city of 200,000. Best of reasons for selling. 
Address E-776, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 








THE only high-grade family shoe store in city 
of 75,000 is offered for sale. Name estab- 
lished over 50 years. Has had only two owners. 
100 per cent location, more than 2 years to run 
on present lease. Within 200 miles of New 
York. New fixtures, front, etc., less than 3 
years ago. Address E-787, care Boot & Shoe 
a epee 239 West 39th Street, New York. 





SOME rearrangement of territories and 
sible vacancies for the Fall season enables 
us to now consider applications for salesmen. 
If you are interested in a permanent connection 
and an opportunity to make money, write giving 
age and road selling experience. Shu-Stiles, 
Inc., 1214 Washington Ave., St. Louis, Mo. 





SALESMEN for full-time or side-line re- 
sentation, commission basis, line of fine s 
dressings made by nationally known concern. 
Choice territories on Pacific Coast, Middle West 
and Metrepolitan New York still open. 5134 

Lancaster Avenue, Philadelphia, Pa. 





RESIDENT salesmen. All large cities. Fac- 

“ tory line Men’s, Boys’, Youths’, Growing 
Girls’, Misses’ and Children’s popular priced 
stitchdowns. Liberal commission. Address 
E-760, care Boot & Shoe Recorder, 140 Federal 
Street, Boston, Mass. 





Open to Consider a Change 


Have sold women’s medium and 
high grade shoes to the best ac- 
counts in the East for the past 
20 years. Have a thorough 
knowledge of styling and am 
capable of developing and pro- 
moting a new line of women’s 
shoes. Am particularly inter- 
ested in arch types. 
Address E-779, care 
BOOT & SHOE RECORDER 

239 West 39th Street, New York, N. Y. 


POSITION WANTED 


M ANAGER AND BUYER for department or 
store. College graduate, married, 18 years’ 
retail experience. Have had complete charge of 
office (including financing) bookkeeping, buying 
and merchandising. Position wanted must have 
future possibilities. Address E-788, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 








SECRETARY—thoroughly experienced retail 

shoe trade—capable managing, organizing, 
selling—5 years with well known shoe repairing 
chain outfit. Ruth Lifson, 1010 Dorchester 
Road, Brooklyn, N. Y. 


MANAGERS WANTED 




















ALESMEN—experienced for high-grade, fast- 
selling children’s stitchdowns for Southern 
and Western territories. Address E-784, care 
Boot & Shoe Recorder, 239 West 39th Street, 


New York, N. 











ANTED: Line Turns or Shbiccas. Pacific 

Coast. Can finance. Address E-777, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





MANAGERS for family shoe stores—Wiscon- 
sin, 


Michigan. Must be aggressive sales- 
man and hard worker. Give full details regard- 
ing experience, also age and salary expected: 
Address E-785, care Boot & Shoe Recorder, 239 


West 39th Street, New York, N. Y. 





mum charge 75 cents. 
When a box num 


address should be counted. 
Classified advertising is payable in 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 


For all other classified advertisements the rate is 7 cents per word. 


ber is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 


&= Advertisements for this page must be in our New York office on Friday of the week preceding publication. “eg 


Minimum charge, $1.25. 
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BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY 


MERCHANTS’ NEEDS 











limited capital. 


ritories. 


A CHANCE TO BE YOUR OWN BOSS 
A REAL OPPORTUNITY to get 
into the shoe business for yourself. 
Young men with experience, ability and confidence can start on 


A large middlewestern concern has openings for Fall in all ter- 
Get Details Now—Get Set for Fall. 


WRITE BOX 
Boot & Shoe Recorder 
St. Louis, Missouri 


E-781 











MANAGER 


Manufacturer, established for over 40 
years, desires to make connection with 
man experienced in manufacturing 
and merchandising men’s work and 
dress shoes. Splendid opportunity for 
right man with capital to acquire part 
ownership and good position. Give 
reference, experience, amount of 
capital available and all information 
in first reply. 
Address E-786, care 
BOOT & SHOE RECORDER, 

239 West 39th Street, New York, N. Y. 





BUSINESS OPPORTUNITY 








E. Z. STEP 
CALLOUS PILLOWS 
make Happy Feet and pro- 
vide instant relief from cal- 
lous pains. _New—Different- 
Better. E. Z. Steps are wash- 
able, no adhesive needed. 
Send for free samples and 

price list today. 


E. Z. STEP PRODUCTS CO. 
OTTAWA, ILLINOIS 











$4.00 


$2.25 


HALF GROSS 


Pouy Cp 
for Price a ickets 


Tilts at Any Angle 


M. D. Pollinger Co. 
HOLLAND BLDG. 
8ST. LouIs Mo. 




















SALES MANAGER WANTED 








SALES MANAGER WANTED 


We wish to contact a Sales Manager who 
has had experience in shoe manufacturing 
and rubber soles and heels. In reply give 
full particulars of past experience. 
Address E-782, care 
BOOT & SHOE RECORDER, 
239 West 39th Street, New York, N. Y. 

















MERCHANTS’ NEEDS 








MONEY 
IN FOOT CORRECTION! 


A “‘Technopedic System of Foot Correction’’ 
oftice or department will make money for you. 
Many successful offices throughout the coun- 
try. Technoped machines, complete equip- 
ment, home study course and diplomas on com- 
pletion at low cost. Wr:te. 


TECHNOPEDIC INSTITUTE 
565 BROAD STREET NEWARK, N. J. 


Easy terms. 





| 
| 
| 
| 
| 
| 











NO SHOE STORE 
CAN AFFORD TO BE WITHOUT 


PARAGON 


Stretcher 


Made in U. S. A. 


a 


Small, compact, but a complete and 
perfect manipulator 
It stretches—it eases vamps— it 
lengthens—it eases bunions. 
It lasts a lifetime. 
Price complete including 3 lasts, vamp 
easer and bunion irons 
$15.00 
F.0.B. Philadelphia, Pa. 
Order through your findings dealer. 
OR WRITE TO US 
LAING, HARRAR & CHAMBERLIN, Ine. 


SOLE AGENTS 
43 NORTH THIRD ST. — PHILADELPHIA, PA, 











WANTED TO PURCHASE _~ 

















CASH FOR BRANDED SHOES 


Men’s, Women’s—Faetory or Retail 


Wanted: Red Cys Florsheim. Arch Preserver, 
Jettick Nunn-Bush, Bos 
—. -M Walk- ner “ete. 


BARIS SHOE COMPANY, Inc. 


79 READE STREET, NEW YORK 
Telephones WORTH 2-5180, 5181 








Buyers of Surplus Stocks 


We will buy surplus or entire uee of shoes 
from manufacturers, jobbers or retailers 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO.., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 














Entire or Surplus Wholesale and Retail 
Stocks, Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Etc. 


IRVIN RUBIN 


e House of Jobs’ 


89 Reade St. Cor. Church 
Phone Barclay 7-7887 New York City 








SHOWCARDS « PRICE TICKETS 
e BACK GROUNDS e 


RE WINE Ww PROM 


LEVINE BROS. "fr fy N2 S 








Convenient To 
Leather Center 








Ideally situated 
in the Loop, the 
BISMARCK HOTEL 
is just a few 
stepsfromevery- 
thing of impor- 
tancein Chicago. 


= 





Served by a staff 
that anticipates 
your every wish, 
guest rooms offer 
the ultimate in ex- 
cellent living eae 

















Famed dance 
orchestras and 
sparkling floor 
shows await 
you in the 
sophisticated 
Walnut Room. 


$2.50 up 


RANDOLPH ATLA SAL 


“~ CHICAGO 
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A Challenge to Science 


Come, all ye great inventors. 
Here is a duty solemn. 
Produce for us a ledger 
Without a debit column. 


Our problems would be ended, 

The slate wiped clean and polished 
For good and all, if only 

Debits could be abolished. 


The whole wide world is groaning, 
Weighted with burdens double. 
The cause is very simple. 

Debits make all the trouble. 


Earth waits to crown with laurel, 
In recognition solemn, 

The maker of a ledger 

Without a debit column. 


Clarence Edwin Flynn. 





New Shoe Company Organized 


KEENE, N. H.—Luigi L. Farina of 
Lynn, Mass., has purchased the Fitch 
Shoe Company business on Church 
Street and has started operations in 
what has been described as the most 
modern-equipped shoe factory in the 
state. 

Mr. Farina is a veteran in the shoe 
industry and has a background of sev- 
eral years’ experience in shoe manu- 
facturing. The owner expects that the 
factory will soon be running at full 
capacity and turning out 1800 pairs of 
shoes daily. 

The new concern is known as the 
Princess Shoe Company Incorporated, 
and will specialize in cement process 
novelty women’s shoes. When running 
at capacity between 300 and 350 per- 
sons will be employed. 

Mr. Farina is president and trea- 
surer of the company. The Fitch Shoe 
Company, of which Leon M. Fitch of 
Manchester and Keene, was president, 
had been in existence less than a year 
and had been working fairly steady. 


Chiropodists vs. Foot Experts 


HartTForp, COoNN.—“Chiropodists vs. 
Foot Experts” was the heading of a 
newspaper advertisement inserted by 
the Hartford Better Business Bureau, 
defining the functions of each as a mat- 
ter of interest to the buying public. 

“A chiropodist is one who treats dis- 
eases of the feet,” the copy said. “In 
Connecticut, the law requires that he be 
licensed, but such license is granted 
only after the applicant has successfully 
been certified to by an approved school 
or college of chiropody. 

“A Foot Expert is usually an individ- 
ual trained by an organization, inter- 
ested in the sale of shoes or appliances, 
to demonstrate, fit and sell that com- 
pany’s products. He is not required to 
meet professional standards or to be 
licensed. Neither is he permitted, un- 
der the law, to diagnose and prescribe 
for diseases of the feet. 

“Each has his function. The law is 
intended to protect the public health. 
Know with whom you are dealing.” 
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BOOT AND SHOES 


AIR-O-PEDIC SHOE CO@., Brockton, Mass.......cccccccccccccsescecccersevssevecs 35 
Ne en wb spon babe i's. 040 64 6 a kee ep eee ee eel 68 
CAMBRIDGE RUBBER COw Cambridge, Mase... ese. e i ieee 56, 57 


CLAPP, EDWIN, & SONS, INC,, E. Weymouth, Mass..............0cceceeeeeceeeeee 

CONNELL, J. M., SHOE Co. I nee ewe ers ee sles sure nae ee 
DOCK-TERRY oe. i Unni n. 5 lle css <i¢sees -¢ee a cnece tee pees ae 

DOUGLAS, by oe bs SHO cé., Re eee ee ee re ey eras oe 63 

EATON, C, co., coke, SS RATES OO RCo OE es 

EN DICOTT_JOHNSON eon. Endicott, : bes aware 

ay Nea in B Co -> Wakefield, Mass 

ILBERT co., SHOW CO . RR See a saan 

GREAT NORTHERN SHOE CO., Manchester, N. H.......ccccccccceeecceeeetccees 

GREEN 8 E MFG. Co., NS eon c o one obo 0't os es oe ee coos wwe nee Back Cover 

HAMILTOR ER ROWN SHOE Cco., Ee ER agi sow 'cieiol = 0 e's leve ow wigie nl p wk a ita nee ale 18 

HANNAHSONS SHOE CO, Haverhill, Mass............ccccceseccecetecseeceeeseees 50 

HAZZARD, R. P., 9., ee ee eee 

INTERSTATE SHO CO., Manchester, N. 

KEITH, GEORGE i. CO., Brockton, Mass 

KIRKENDALL BOOT CO., Ouaha, Neb 
RD SHOE 


Co., Aubur Me 

MORO & SONS, Philadelphia, Se es ee ee ere eer aera 
METROCRAFT SHOE CO., Manchester, } 
WILFORD. SHOE fo Milford, piliass RIO nr eet artis Pee eee oe ee 
MRS. DAY’S IDE see, SMU, SOR. 6 occ ooo omen ced csnseneeuinws 8s 
O’DONNELL SHOR *co+ Bt, Pa GG araec 6d nae ao @ Rbre a Kae ee Saree aie eeneie m a 
OLD COLONY SHOE CO., Brockton, Mass..... 
OWENS SHOE CO., Salem, Mass..............--...-- 
"a acne RD, M. A., CO., Brockton, Mass........ ... 
AMOUNT SLIPPER CoO., INC., Jersey City, N. J.. 

STAC Y-ADAMS Co., spieckton, Ee a ae 
ane a oe ER, INC., en. oO. 
TAYLOR, E. ConP. I, a 565 oo 0-06 6k woe 6.004.910 80 
THOMPSON BROS, SHOE Co.. licen, Mass. 
TWEEDIE FOOTWEAR CORP., Jefferson City, 
VAUGHAN-TOWLE CO., Wakefield, Mass............ 











LEATHER AND OTHER MATERIALS 


ALL IBD rE CO., Bottom and Mew Voom. occ ccccccccccccvccccccsecccseccserseseses 39 
HIDE & LEATHER CoO., Boston, Mass............. 22 ee cece eee tenes 7 
AMER RIC AN QAM, EMBATRM CO, THB .. 2.2 cc ccc ccc cc tice ccceccccceeiccseee 10 
ARROW PRODUCTS, Watertown, NESE Per eRe eer sda a ied ateae ak sae te AT 
AVON SOL Led ob 6 «6 sie ws Hrarelaline aio'Gim eon wiel owe ne mane eo wale Ss 
yee WELTING coe Deoskien, ee errrrere skaters 76, 79, 82, 85 
A rrr reer rr rrrrrerrrrree rer reer errr er SC 
COLONIAL TANNING CO., Boston, Mass.. .......-.-... eee cece ee cee ee eee ees 2 
DEWEY & ALMY CHEMICAL co., i Ci. cccauuanceaee. +60 > oa Front Cover 
EAGLE-OTTAWA LEATHER CO., Grand Haven and Whitehall, Mich... ..... 3rd Cover 
BVANS, DORN Wo, B Os Camden, N. Fi... ccc cccccccccsccsccvccccctccvecsssescece 8, 9 
KVieRLASTIK, INC -» Chelsea, nen ea ite dank. a0 68 kee bea Gide lode e kp eae ea ete 74 
GALLUN, A. F., & SONS CO I, | IB o.oo. wise win.erec.6:a ib wia.o' ei; 6 p'ee 4 mikcieeegs 
HUBSCHMAN, E., & SONS, Puiiaaelphis. re 
UNE WAMU WO, Witten, Wines... .... nec csccsscccocsccsccesecsecteses 


MITCHELL & PEIRSON, INC., Ptiadelphitn, Pa. 
NEUMANN, R., & CO., Hoboken, N. J.. ees 
PANTHER-PANCO CO., Chelsea, Mass.. 
RICHARD YOUNG CO., New York City oe? 
sOmaer, SO ae & CO., New York City. 





SETON ATHER CO., Newark, N. J.....ceeeeeeeeeeee 

SLATTERY WILLIAM, & SONS, DE WOE. CNS «Se Sole cca ks tink PM cde os 
ae Bosses ES ba wis od deh ee os # ais ams sink « Sew isle ales. eke ap re oo. a 

SU RPASS. HE Philadelphia, ES er ae ee erry rere ocee 

UNITED STATES R RUBBER PRODUCTS, INC., New York City..........ccceeves 17 

VANTASSEL LEATHER CO., Norwich, Comm............6.-ceceeeeeecceerreeeeeetee S86 


ZIEGEL-EISMAN CO... Boston, Mass..........6-- 0. e cece wrens cece eee eee tenes 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


BUNNY rueevcr. COo., INC., Port Huron, * Es oia'ne & Paadee So shat Seed gets i'n an a ae 10 
SPAULDING FIBR Be a De PI, TNS ei s.0 os + je Bee deme dst dee cccdsseloeenas 3 
UNITED LAST CO ANY, Boston NS Ci ooh ic Le eR IS, oxic OPO Ss beat eeall 20, 21 
UNITED SHOE MACHINERY CORP., BON, THO. 5 bb iecis iach neces cdvenee'’s 12, 23 


STORE EQUIPMENT AND FINDINGS 











ADRIAN X-RAY SHOE FITTER, Milwaukee, Wis..... 0... 0... 2. ccc cece eee eee eee 41 

LAFF, M. B., CO., Randeiph, BE pn Py 56-06 Or en Cee hed et sae wt deevtees Tew 72 
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ete. HARRAR & CHAMBERLIN, INC., Philadelphia, Pa.. 95 
PITTSBURGH PLATE GLASS CO., Pittsburgh, Pa........... 7 
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SHOE FORM aes. Aes .. Bes ceccccce: EE: EGP SIT aE ey ey BN, a 81 

MISCELLANEOUS 
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ee Is PO, URI, oo occ ccc cecctssececncenesoeesiscseccees 52, 53 
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gy SAB 0 TN Oe ee ee ee ee ee 93 
IRVIN RUBIN, New York City eee Reels 26s Mee cheera GOR CerT A Oe RANE OKO 95 
KiRSCH-BLACHER CO., INC., New York City...........-.+----+ Bs Se acter Mage igl acted 95 
LEVINE BROS., New York City.......... Pe es ee EP 95 
MARBRIDGE BUILDING, New York City. ; 93 
TECHNOPEDIC INSTITUTE, Newark, N. ais Sree Oye da 95 
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Many business men would skip Joan Young 
in their search for good customer prospects. 
She only makes $18 a week as a stenographer 
but if not for her, the wheels of industry 
would rotate listlessly. 


Joan Young is the mass market, buying lots 
of things each week, even if not costly items. 
The newest style of monogram is a necessity, 
charm bracelets are worth skipping sodas 
for, tricky millinery is conceived just for her 
weekly temptation. 


From May 20th to June 15th, Joan is think- 
ing only of summer dresses; sports togs and 
fluffy frocks will completely devastate the 
dollars she calls her own during these weeks. 
After June 15th, however, providing Joan 
doesn’t yield to the need of a new tennis 





racquet or another irresistible sport crea- 
tion, she’s going to save for shoes. White 
kid shoes, that will look dazzling white the 
whole summer. 


Suppose the six and a half million Joan 
Youngs of America cannot all buy their 
white kid shoes by June 15th, would you say 
they are not worth while waiting for as cus- 
tomers? A great many merchants seem to 
think these girls will take anything that is 
left in the shattered stocks on shoe store 
shelves late in June and in July. But Joan 
Youngs always make it their business to find 
what they want. 


White kid shoes are the spirit of summer to 
millions. That is why each season sees a 
vastly greater volume of white kid shoes sold. 























who typifies over 6,500,000 girls employed 
in offices and shops at $22 and less weekly 
















@ The class market will have bought white 
kid shoes by June 15th— 


@ The mass market will still be buying 
white kid shoes August Ist! 


@ All the Joan Youngs in America depend on 
crisply new-summer dresses and new 
white kid shoes to make their vacations a 
romantic adventure. White kid shoe stocks 
are essential throughout the summer 


months! 


G. LEVOR & CO., INC. 


Tanners 60 Years 
GLOVERSVILLE NEW YORK 


~mrrs WHITEST WHITES” 






2814M—Men’s black all rubber, 4 
buckle, light weight satin finish. 
Sizes 6/12 $1.71 


2815M—Men’s all rubber, light 
weight, zipper. Sizes 6/12..$2.23 
2813M—Men’s all rubber, light 
weight, one strap. Sizes 6/12, 

$1.2342 
2950M—Men’s 15 eyelet bal hunt- 
ing pac, genuine leather insole. 
Sizes 6/12 $3.08'/2 
2940M—Men’s Blucher Pattern. 
Sizes 6/12 $3.08/2 
2941M—Men’s Blucher Pattern, 


Heavy Toe guard. Sizes 6/12, 
$3.08/2 





2949M—Men’s 12 inch O. 3 
Ankle fit, crepe sole. Sizes $5 


2948M—Men's 16 inch 
Sizes 6/12 


2817M 
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2617M—Men’s black 4 buckle, red 
sole. Sizes 6/12 $2.15Y2 
2817—-Same.in Boys’. Sizes we the 

V2 


2817'2—Same in Youths’. Sizes 
11/2 $1.80'/2 


ENDICOTT -JOHUNSO 











Don’t Lose That Early Order Discount! 
Order Your Rubber Footwear 


BEFORE JUNE 30th 


[DEALERS who take immediate advantage of 

Endicott-Johnson’s early order discount will 
effect a great saving on Men's, Women's and 
Children’s Rubber Footwear for Fall and Winter 
selling. 


June 30th is the deadline. All rubber footwear 
orders mailed to Endicott-Johnson before this 
date will receive the discount. 


Order Endicott-Johnson Rubber Footwear today 
and SAVE MONEY. 


2884M—Men’s black short boot, red sole, genuine 
leather insole. Sizes 2 

*. Sizes 2%4/6 
2884'2—Same in Youths’. Sizes 11/2 
2885M—Men’s Storm Length. Sizes 6/12. 
2885—Same in Boys’. Sizes 2144/6 
2885'/2—Same in Youths’. 
2886M—Men’s Hip length. 


2831—Women’s black sandal. Sizes 2%/9.$0.70/2 
Also carried in low, semi-low, Cuban, College, 
Baby Louis and Spike heels. Also EEE last in 
both storm and semi-storm patterns. 
2834—-Women’s black sandal. Sizes 214/9. . 702 
28342—Same in Misses’. Sizes 12% 13%. 
2834/4—Same in Child’s. 


2921—-Women’s brown one snap gaiter oxford, satin 
finish, Cuban heel. Sizes 2142/9 $0.99 
Carried in black and brown; Cuban, Louis, College 
and Spike heels. 


2954 


2844M—-Men's Black, Red Sole, 
Storm. Sizes 6/12 $0. 
2844—Same in Boys’. Sizes Ly he 


2844'/2—Same in Youths’, 


sel storm patterns as 
2837 M—2837—2837 %. 


2954—Women's brown, 
fleece lined gaiter. Sizes 


Carried in black and brown. Also 
in 2 and 3 snap in Stout, Low, 
Cuban, College, Louis and Spike 
heels. 
3 snap low heels carried in Misses’. 
Sizes 1244/3 
Same in Child's. Sizes 5/12.$0.99 
29342—Misses’ brown fleece lined 
one snap. Sizes 1214/3.....$1.09 
| lear in Child’ s. Sizes 
o 04'/2 
Also in 
$1.28 


2856M—Men’'s black sandal, breed 
last. Sizes 6/12 $0.834/2 
2856—Same in Boys’. Sizes 2%/6, 


0. 
2856'2—Same in Youths’. Sizes 
2 $0.674/2 
2848M—Same on London Last. 
2846M—Same on Custom last car- 
ried in Boys’ and Youths’. 
2879M—British Last Clog. 


2880M— London Last Clog. 


ST. LOUIS, MO. 
NEW YORK CITY 




















MAKES REPEAT CUSTOMERS 


= a woman is attracted by an advertisement built around com- 
fort, she expects the shoes advertised to give her more comfort than she 
is accustomed to receiving. 


Your ad brings her in, and the next move is yours. Most shoes are com- 
fortable in the store. The real test comes after several weeks service. 


lf you have given the wearer more fore part length than she was previously 
accustomed to; if the tread is wide enough for her foot to relax and lie 
flat; if the shoe supports the entire area of the arch including the outer as 
well as inner border; if her heel rests on the seat of the shoe instead of 
riding on the counter, the chances are you have provided the wearer with 
the comfort she is looking for. 


But, if you have given her something that basically is a duplicate of what 
she had been wearing, her feet will tell her so, regardless of the difference 
in brands, the claims made in your advertising or the statements made 
when the sale was effected. 


You can't fool a sore foot very long. That's why so many shoe men who 
really know feet and shoes have turned to Free Treads (branded or un- 


branded). 


They know that Free Treads because of their unusual development will 
give a luxurious degree of comfort on sore, sensitive feet. 


Free Treads are offered in four heel heights including 16/8, permitting 
of gradual correction and making it unnecessary to abruptly drop the 
short tendoned |8/8 or 20/8 heel wearer into a heel height that will give 
her discomfort. 


We should like to tell you more about Free Tread shoes either by catalog, 
by salesman or by letter. May we hear from you? 


FREE TREAD SHOES 


Made by 
W. B. COON CO. 


CHICAGO OFFICE 37 CANAL ST. NEW YORK OFFICE 
i 910 Marbridge Bldg. 
109 W Medan 3 ROCHESTER, N. Y. 44th St. and Broadway 
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that men will buy and wear because they like 


almost a part of the shoe over which it is 
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24 MORE DAYS 


IN WHICH TO SAVE 3% 


By placing your advance order for waterproof rubber footwear 


"On all advance orders for Waterproof 
Rubber Footwear and Basketball Shoes 
placed between February 1 and June 30, 
1936, both dates inclusive, and shipped be- 
tween April 15 and October 25 (both in- 
clusive), an Early Order Discount of 3% 
will be allowed.” 

Quoted from BALL-BAND Order Blank. 

eee 


The correct way to figure this Special 3°/, Discount 
is to consider its effect on your net profit. 


3°% saved on your cost price can make such an 
important increase in your percentage of net profit 





MEN'S ARIEL CLOG .... A rubber 
selling line... 


. very light weight . ... snug-fitting 
workmanship .. . 


. leather grain finish that makes it look 


. . sandal and slipper styles also. throughout. 


@ 3-SNAP GAITER.... 
gives an added selling appeal to your volume 
. smart lines... 
unusually trim fitting lasts 


. satin finish ... . BALL-BAND Quality 


that we believe you will surely want to take advan- 
tage of it. 


On BALL-BAND Footwear this discount is especially 
attractive because BALL-BAND styles are Safe. 
Ever since style became a factor in protective foot- 
wear BALL-BAND has been the outstanding line in 
developing successful styles and lasts for future retail- 
ing. And in buying this Safe line now you have the 
protection of our price guarantee and the satisfac- 
tion of having bought at our present favorable prices. 


A wire or letter from you will bring our salesman to 
present for your consideration the way to secure the 
full profit advantages from your Waterproof Foot- 
wear business. As there are only 24 days left, 
prompt action is necessary. 





real beauty that @ ARIEL CROQUET.... 
Beautiful Rubber... 

.. unlined .... 
as though molded over the shoe... . 


. excellent 


Ariel an exclusive BALL-BAND product. 
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America's Most 
. extremely lightweight 
rich satin finish. ... fi 


patented non-tearing top edge makes the 
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ESTROGEN 





RIDPLEATHERS 
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Evanette is as much a part of the town scene as first nights and skyscrapers. It's 


suave, highly sophisticated, immensely appealing to women. Evanette in color 


' is definitely important. And what colors! Soft gray .. deep brown .. black.. 


dark green . . burgundy . . blue . . just the shades picked by stylists for volume 
business this fall. There’s one particular point about this leather — the color, 
dyed clear through the skin, will not fade. The nap, too, is uniform, close-cropped, 
truly “as soft as thistledown.” The finest shoes in America are made with it. 
Your shoes will also be more appealing to the feminine heart 


if you specify Evanette. John R. Evans & Co., Camden, N. J. 
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Boston Shoe Fair Visitors 

















are cordially invited to see our exhibits at 
the Hotel Statler in roomsW716and W718. 


@ Shoes of fashionable design featuring 
all the modern types of construction will 


be on display. 


@ Visitors are also invited to inspect our 
Footwear Museum, the largest of its kind 
in the world, in room 700 at our Boston 
office, 140 Federal Street. 


June 8, 9, 10, 1936 
@ 


UNITED SHOE MACHINERY CORPORATION 


BOSTON. MASSACHUSETTS 
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SKY-ROCKET! 
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New Comfort Principle in Style Shoes 
Creating Coast to Coast Sensation! 


NEW kind of style shoe . . . Rhythm-Step .. . 

has set new high sales records in specialty shoes 

for stores all over the country. 963 pairs in three 
days . . . were sold by one store in an “off” shoe 
period. 8,100 pairs in 60 days was the amazing rec- 
ord for another store! 150 pairs in three days and an 
average of 50 pairs a day for weeks is typical of what 
is happening in small town stores where Rhythm Step 
shoes are sold! Never before has an entirely new 


brand of shoes made such consistently unusual sales 


right from the start! No wonder stores are enthu- 
siastic about Rhythm Steps. And everywhere women 
are thrilled to discover extra support in light dainty 
Rhythm Step styles with Invisible Rhythm Treads. . . 
and are switching by hundreds of thousands to this 


new kind of style shoe. 


If the Rhythm Step franchise has not yet been granted 
to a store in your city, investigate your profit oppor- 


tunities with this new kind of style shoe, now! 








RETAIL 


Slightly higher 
west of the Rockies 








JOHNSON, STEPHENS & SHINKLE SHOE COMPANY 
ST. LOUIS, MISSOURI 


Makers of FASHION PLATE SHOES . . . Recognized Style Leaders for Over 20 Years 
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Edwin Clapp Shoe of CRESCO 
CALF. Stormwelt by 
Barbour 


CALF 


Good style, yes, plus that all important advantage, WATER- 
RESISTING. Here’s the leather for your stout winter shoes . . . for 
those extra pairs when sleet and snow fill the air. 

A pair of husky water-resisting shoes belongs in every man’s shoe 
wardrobe. This was recommended at the recent men’s style con- 
ference. And remember, CRESCO CALF is water-resisting . . . it 
takes a beautiful shine . .. it’s dressy. It remains soft and com- 
fortable after the snow and rain. 

Used by leading shoe manufacturers 


CREESE & COOK COMPANY 
95 SOUTH STREET, BOSTON 


Water-resisting calf leathers 
Cresco Calf will be nationally advertised in Esquire this Fall. 
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--An Amazing New Feature in a 
Line That Blankets the *5 Field! 


For years—the big waiting $5 market and not a single line of shoes LPP 
to meet its requirements adequately. And then came Vani-Tred, made 5c " 
to order for this most popular price range. ~~ F 


Shoes with an outstanding new feature, original and exclusive, scien- rts 4 
tifically right! Not a separate arch support! Not a cookie insert! ey 
A distinctive Vani-Tred development—a real feature based on 10 years’ 

research! More than that— a complete line: Vani-Tred fashionable 

welts, unequalled for comfort; Vani-Tred light-soled feature shoes, 

styled by foremost style authorities. $5 and $5.50 retail—your mark- 

up 40%. 

Quick sales from the start with a sound merchandising plan—the steady 

repeat business of a feature shoe—real volume from 

the big $5 field! Your Vani-Tred Representa- 

tive is now in your neighborhood with the 

complete line of brilliant Vani-Tred styles 

for fall. Write us—ask him to call! 


THE VANI-TRED FEATURE 
IN THE DUPLEX LAST 


by perfect weight distribution 
—puts a graceful, balanced 
swing im walking ... . 


Carefully examine the amazing Vani-Tred fea- 
ture of the Vani-Tred Duplex Last. See how it 
takes the weight off the ball of the foot and 
distributes it over a 25% greater surface. 


See how it lengthens the shank-curve and per- 
mits the foot to rest on the full-length tread. 
See how it gives long-shank fitting with short- 
coupled appearance. 


See the extra wide spread of the Vani-Tred 
feature which provides a shank structure almost 
as wide as the insole behind the ball of the 
foot, giving the foot lateral stabilization and 
preventing “runover” shoes. 


The remarkable Vani-Tred feature now makes 
it possible to give your customers an all-over 
fit—from the bottom of the foot up, and in a 
finely made welt shoe—retailing at $5.50. 


EXCELSIOR SHOES, Ine. 


Subsidiary of Selby Shoe Company 
PORTSMOUTH - = -» OHIO 
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STEWART & POTTER COMPANY, BROOKLYN, NEW YORK 


STYLE — SERVICE — FIT 


are indispensable factors in Last Making. For 



















over fifty years, Stewart and Potter Company 
have maintained an acknowledged leader- 


ship in this art. 


Leading Shoe Manufacturers and Retailers 
know that shoes made over these lasts are 


foot fitters and always properly styled. 





THE LAST WORD 


UNITED 








L—UNITED LAST COMPANY— | 
140 FEDERAL STREET, BOSTON, MASS.——— 
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The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. 
AUBURN, MAINE 


T. W. GARDINER CO. 


EMPIRE LAST WORKS 
ROCHESTER, N. Y. 


KRENTLER BROS. CO. 





LYNN, MASS. ST. LOUIS, MO. 
UNITED LAST CO. KRENTLER BROS. CO. 
BROCKTON, MASS. MILWAUKEE, WIS. 


Stewart & potternco, THE LAST WORD  ynitep tastco., LTD. 


BROOKLYN, N. Y. U N | T E D MONTREAL, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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“AND POCKET ~ THE PRESTIGE 


. . . for, when you note the added values 
of salability and durability which result 
from footwear made of Ohio’s Fine Calf, 
you will find that your prestige is negoti- 
able in terms of added profits! The ‘sharp 
pencil’ which figures quality, actually 
writes a form of insurance against loss 
of loyal customers. And, the margin in 
price which protects quality is relatively 
small. 
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Yet, very great in protecting the prestige 
which: gives stability and safety to your 
margin of profit! Back of each piece of 
Ohio’s Fine Calf leather there is great 
technical care and craftsmanship involved 
in the selection of raw stock on thru each 
process of handling, coloring and finishing. 
If we tamper with quality, we endanger our 
reputation no less than yours, which must 
rest upon a base of customer satisfaction. 


Therefore, you may specify Ohio’s fine calf 
leathers with assurance and know that 
they are made to a high standard of custom 
care and character, that they add to the 
beauty of women’s and children’s dainty 
footwear, and that they give to men’s 
shoes an added style-quality appeal. Ohio's 
Calf just naturally makes shoes easier to 
sell! And they give longer and more pleas- 
ing service. 


Ask for color swatches, and analyze the advantages. 


c lita en 


A COMPLETE SERVICE IN FINE CALF LEATHERS GIRARD, OHIO 


THE OHIO LEATHER COMPANY 
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